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using America’s 


‘Potion Spotlight on 
shion Over-the-Shoe”’ 
U.S.” Gaytees 


...tontinuing the constant, year 
year, national advertising in 
that has kept women sold on 

Gaytees’ “Fashion Over-the-Shoe” 

-even during the war years when 

hey couldn't buy them! Such ads as 

his will go on bringing their message 

hough full pages in national magazines. 
Your “U.S.” representative on his 

fall trip will explain our complete store 
sale program, including display ma- 
erial, aids for salespeople, and tested 
promotion ideas. 








UFE PARENTS’ 
LADIES’ HOME JOURNAL VOGUE 
MADEMOISELLE HARPER'S BAZAAR 





WOMAN'S HOME COMPANION 
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Serving You Through Science 


INITED STATES RUBBER COMPAN- 


ROCKEFELLER CENTER ° EW YORK 
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in shoes of quality is fine calf- 


skin...and that always means For logical reasons... in 





fact four logical reasons: 


AVDRI Ii TANDRITE represents the cream 
of calfskin quality. 


TANDRITE color represents the 
SHOP DOH pop ppow S559 highest achievement in uniformity and 
permanence. 


TANDRITE endurance represents 
many decades of time-tested per- 
formance. 





TANDRITE finish represents in- 
comparably smooth and staying beauty. 
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British Tan Calf Unlined 
Slip-on, Style No. 5017. 
13-2/8 Grooved Heel, Rolled 
Edge, White Fair Stitch, 
Treated Soles. 

Made by 
DIXON-BARTLETT CO. 


vamcccimms |B MUBSCHMAN & SONS, INC. 
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by EUGENE J. HARDY 


As this issue of the RECORDER goes to press, indications point to the 
robability that the new price control bill threshed out in the Conference 

Committee will be finall assed and signed by the President, although up to now 
Mr. Truman has given no positive indication of his intention. It is the present 
intention of OPA officials, assuming the bill is passed, to roll most prices 
back to June 30 for a temporary period. After that, industries may petition for 
price increases based on manufacturers' prices in 1940, plus average increases 
in costs of production accruing since that base year. Distributors will still 
be.subject to all the cost absorption that burdened them on March 31 of this 
year. Increases after that will not have to be absorbed, nor will there be any 


cost absorption on rubber footwear products. 
* * * 


The first installment of the recently approved three and three 
quarters billion loan to Great Britain has been placed at the disposal of that 
country with the Federal Reserve Bank of New York. Consisting of $300 million, 
Treasury Secretary Snyder said that the first withdrawals would be used to 
purchase food and a considerable amount of industrial machinery to rebuild 
England's ruined factories. No specific types of machinery were mentioned, 
since a committee is now working in London on the amount to be allocated to 
various types of material. There is every reason to believe that a small amount 
of shoe machinery will be included in the initial purchases. Later allocations 
will probably find Britain trying to buy some American leather to replace the 
quantities originally obtained from the Continent, notably France and Germany. 
It is also likely that some women's style shoes will be included at a later 


date. 















































All of the purchases will originate in London since the former British 
Supply Mission in Washington is in process of liquidation and has no buying 
authority. 

Under the loan agreement, Britain will relax its exchange restrictions 
including the curb which heretofore has worked to compel many American exporters 
to accept payment only in pounds sterling. No definite date had been set for 


this action when the first installment of the loan was credited on July 18. 


* * * 








The general trend of prices paid by the Army for footwear items 


advanced less than 5 percent during the four years of war, according to a study 
of price trends in Quartermaster Corps procurement. 


Items covered in the footwear study were the combat boot, service shoe 
and arctic overshoe. 

Price trends for these items were generally consistent between 1942 
and 1945 despite varying industrial capacity and production methods for leather 
and rubber footwear products. 

Although the footwear index indicates a general price rise of 4.24 in 
the 34_year period, Jan. 1, 1942 to June 30, 1945, payment of prices varied from 
plant to plant in accordance with relative operating efficiency, and price 


trends tended to fluctuate on the basis of proportionate quantity purchases with 
higher or lower-priced contractors. The drop in the index after June 1945 
reflected decreased requirements for footwear products with the termination of 


the war in August 1945. 
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Lille of the Ladle 





€. J. POEHLMAN of Poehiman 
and Reichel, Syracuse, N. Y., says: 

“Even though these are unusual 
times, merchants must stick to fun- 
damental business principles if they 
are to stay in business. There is a 
limit to how high expenses can go 
without having to pass them on to 
the customer. And there is a limit 
to what customers will put up with. 





“To be successful, a store must 
gage the public pulse and have 
shoes customers want, and at the 
right price. When prices reach 
their peak and start to decline, cus- 
tomers won’t care how much a pair 
of shoes cost you. All they will care 
about is what they are worth at the 
moment. Every merchant who was 
in business in 1918-20 should re- 
member what happened then. When 
the boom came to an end, things 
happened fast. Stores which re- 
fused to mark down their inven- 
tories found it impossible to sell 
them at what they considered them 
worth. By revaluing our inventory 
promptly in 1920, we took a loss 
but were able to show a profit in 
every succeeding year, including 
the period of depression.” 


* * . 


H. STANLEY MARCUS, executive 
vice-president of Nieman-Marcus, 
Dallas, Texas—upon his return from 
a seven weeks’ trip to the manufac- 
turing centers of England, France, 
Switzerland and Italy, told members 
and guests of the Fashion Group: 
“T think from a merchant’s point 
of view it is highly essential that we 
have the best that the world affords. 
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We are going to have to—whether 
we want to or not. There will be a 
pressure on the stores of America to 
have the good things Europe can af- 
ford; just as there is going to be a 
pressure on the stores of Europe to 
have the good things America can 
produce and export to them econom- 
ically. It seems to me that we have 
a responsibility in making a contri- 
bution to our American economy in 
fostering the best in world trade. 
The only way we cam sell to these 
countries is to buy from them. 
“There is no question in fny mind 
that what we as retailers will con- 
tinue to get, as the seasons go on, 
will be greater values out of Europe. 
There is no question in my mind 
but that we must have our own 
production system of American 





fashions here to meet the climatic 
and timing needs of the American 
people—that no foreign country can 
or ever will be successful in meeting 


as we can right here.” 
* 7 . 


PAUL JESBERG of Jesberg’s Shoe 
Store, Los Angeles, says: 

“I am a thorough believer in the 
basic facts that a shoe has three 
fundamentals. It must permit the 
normal function of the foot; protect 
the foot and be durable. A shoe 
program without these basic factors 
is like a dinner of pie and ice cream. 
Some stores feature a complete bal- 
anced menu from soup to ice cream 
while others carry only the ‘ice 
cream’ type of shoes. 

“Back of all this is ‘What is the 
obligation of the shoe industry to 


_ the public?’ To supply that neces- 





sity—shoes—to the public! When 
a shoe retailer achieves that objec 
tive of measuring up to his obliga- 
tion to his community, he has 
gained the satisfaction of having 
performed his duty as a citizen. 
When a shoe retailer does not oper- 
ate his business in conformance 
with the aforesaid basic facts, he is 
indifferent to his true responsibili- 





ties. There is only one true measure 
of the importance of a retail shoe 
store—not the volume of business 
done, but how well the community 
is served. 

“People buy shoes— True or 
false? False! To buy anything, 
say a can of corn, a customer desig- 
nates a can of corn and the sale is 
completed. However, a customer 
has a pair of shoes fitted. There is 
a selection of pattern, last and color 
but most important—there is a per- 
son representing the store’s retailing 
attitude who is an important factor 
in determining whether or not the 
shoe fulfills the purpose for which 
it is required. The well-being of 
every human being depends on how 
well a shoe fitter takes care of his 
patron’s footwear needs.” 


COMMUNITY SERVICE INC. of 
Yellow Spring, Ohio, has published 
“A BUSINESS OF MY OWN,” by 
Arthur E. Morgan. Mr. Morgan is 
the former president of Antioch Col- 
lege. In the descriptive material 
about the book, they say: 

“Many books on small business, 
both private and government-issued, 
are leading young men into business 
where many must fail for over com- 


ak wn : 









JUST IMAGINE! 





—Man, that genus homo, has been 

ith Imagination ever 
since Adam developed an appe- 
tite for apples, as well as for Eve. 

—The following interesting item a 
peared in a recent issue of EX- 
ECUTIVE’S DIGEST: 

“110 years ago an unknown editorial 
writer in The New York Mirror predicted 
the discovery of an explosive that would 
make gunpowder obsolete and ‘by the 
breath of which a million men may be 
destroyed in an hour.’ The writer also 
predicted stratosphere flying with pres- 
sure cabins, fransoceanic aviation, the 
George Washington Bridge, and an 
eventual population of ten and a half 
millions for New York City. In regard to 
the explosive [obviously the atomic 
bomb), the author was convinced that 
its destructive capacity would be such as 
to decide ‘forever against all future ap- 
peals to force for the settlement of na- 
tional differences.' We hope that part 
is true, os well as the rest, but the pre- 
dictions were made for the year 3000." 

—There's nothing new under the sun 
if we take Imagination into con- 
sideration. 

—The mind may be a bit premature 
in its picturization of things to 

they sure do come. 


FU Th i 


President 





petition. Small stores are being mul- 
tiplied far beyond the need. At the 
same time, other services and busi- 
nesses which are greatly needed are 
not supplied. This book spends lit- 
tle time in going over the old 
ground of starting a store, when 
there are already too many. It tells 
of scores of businesses no more dif- 
ficult to undertake, but actually 
needed, and providing opportunity 
for widely varied abilities. 

“This is not just another popular 
book about jobs and business. It is 
a real contribution to American 
small business. Five years were 
spent and many thousands of miles 
traveled in getting first hand infor- 
mation on small businesses. Several 
hundred are deseribed or referred 





to, though some of the most interest- 
ing chapters are on the place of 
small business in American life and 
how a young man can be effective 
in it.” 
RUSSELL R. SANDLER, manager 
of the shoe department at Bitker- 
Gerner, Milwaukee, Wis., believes: 
“The trade will accept the higher 
prices, which are inevitable, if the 
merchandise remains of good qual- 
ity ‘and style. Milwaukee is going 
for ‘the high style shoe as never be- 
fore. Heretofore considered con: 
servative, the present demand is 
smartness and good quality. l- 
though stocks at present are down 
to about 50 per cent of normal, we 
are still doing well and we antici- 
pate a greater volume as stocks in- 
crease, particularly in good quality 


shoes.” 
_ — — 


W. T. GRANT, founder and chair- 
man of the board of the W. T. 








Grant Company, hailed the fortieth, 
anniversary of his organization and 
said: 





“The consumer should and will 
be the beneficiary of the coming 
battle among retailers for the con- 
sumer’s dollar. The customer's day 
is coming. In line after line, supply 
is catching up with demand. The 
shift from scarcity to plenty may 
cover another six months to a year 
but it surely will come. The tre- 
mendous American productive ca- 
pacity will eventually smash ll 
barriers and we shall see a flood of 
consumer goods which will engulf 
black marketeers, speculators and 
anything which stands between the 
consumer and honest values.” 


“As if things weren't tough enough. The guy who sold me these boots 
gave me a size too small.” 
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(ne World and Shoes 


A SHARP rise in raw material costs has presented shoe 
manufacturers and shoe retailers with the most urgent 
problems this industry has faced in many years. It is 
essential that the reasons for this upward swing in raw 
materials be plainly stated and clearly understood be- 
cause the shoe industry has a responsibility to 140 mil- 
lion consumers. 

When price controls were permitted to lapse at the end 
of June almost every industry was confronted by uncer- 
tainty on future costs and prices. In the case of the shoe 
industry, however, this uncertainty did not arise on June 
30th; it began June 26th. On that date, international 
controls affecting hides, skins and leather were revoked 
and the guiding international committee was dissolved. 
Costs began to be set in a world market beyond the con- 
trol of domestic shoe manufacturers. 

The Combined Hides, Skins and Leather Committee 
was an international body on which the 14 major leather 
consuming nations of the world were represented. It 
had been organized by the United States and Brit- 
ain early in the war to allocate the hide and skin re- 
sources of the allied nations and prevent skyrocketing 
of prices in the world market. Hide and skin supplies 
could not be expanded to meet tremendously enlarged 
military needs. Competition for the fixed supplies in 
world markets would have inflated military costs and 
brought hardship to civilian consumers whose consump- 
tion of leather and shoes was already limited. Interna- 
tional rationing was the answer, and the controls insti- 
tuted for that purpose were maintained until June 26, 
1946. Monthly quotas were set for each of the 14 na- 
tions participating in the Committee, quotas which re- 
stricted the hide and skin purchases of each nation on 
the world market. 

Prices of hides and skins are determined by supply 
and demand in the world market. The United States, as 
the largest consumer of leather in the world, must par- 
ticipate in the world market to secure the raw material 
which domestic resources of cattle herds and sheep 
flocks cannot fill. Normally, this country imports 75 
million hides and skins of various descriptions to make 
the leather required by shoe manufacturers and pro- 
ducers of other leather products. Prices in the United 
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States can neither be insulated nor isolated from the 
world market price level. 

As long as international controls were maintained 
by the major powers, OPA ceilings on hides, skins, 
leather and shoes were effectively protected. When inter- 
national allocation was dropped, it became exceedingly 
doubtful whether raw material and leather in this country 
could be held very long at any different price level than 
prevailed in the world market. The reasons are obvious: 
Tanners must pay the world price for imported hides 
and skins; leather prices must follow suit. 

For more than five years leather and shoe prices had 
been held virtually stabilized in the United States. This 
was an achievement without parallel or precedent. War 
had always in the past brought greatly increased demand 
and an upsurge in prices. But, by June of 1946, shoe 
prices were still low, they were low in comparison with 
other commodities, low in terms of the cost of shoes in 
prewar years. Few if any commodities represented as 
much value for the consumer’s dollar as the average pair 
of shoes. 


THE shoe industry is profoundly conscious of the need 
for price stability. It does not indulge in any token 
statements of intention because the record speaks for it- 
self. More civilian shoes were made in the first six 
months of 1946 than in any previous half year. The 
shoe industry was on the way, without fanfare, to filling 
the deferred wants of consumers, the empty shelves of 
distributors at more reasonable prices than any econo- 
mist would have dared predict. It is this leadership in 
prices and values which has given the United States an 
incomparably higher standard of shoe living than any 
other country in the world. 

Now that a free world market in hides and skins has 
emerged, the shoe manufacturers and the retailers must 
face the facts. Leather accounts for the principal cost 
of making shoes. Leather prices will inevitably and in- 
variably be influenced by trends in the world market 
where domestic tanners must buy part of their raw mate- 
rial. In the aftermath of war, with reduced livestock 

[TURN TO PAGE 7], PLEASE] 
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Let Your Store Reflect the Jovial- 
ity of This Year's Christmas with 
the Brightest and Gayest of Long- 


Desired Novelty Gift Possibilities. 


By BETH HOLLINGER 


Hand made wool after-ski bootie 
and ballet type in rayon chenille 
by Friedman Hosiery. Indoor-out- 
door plaid boot by J. Mackey. 
“Jester” indoor casual shoe in 
colorful plaid by Ruth Charles. 
Soft, all-suede, draw-string bootie 
in many vibrant color combina- 
tions by Mercury. 


Fur’s the thing for Winter. Ski- 
caper in two color combination of 
capeskin and shearling by Consoli- 
dated. Bright rabbit's fur indoor 
boot with chunky cross-stitched 
platform of gold braid, Oomphies 
by LaMarquise. Hand-made beaded 
Canadian moccasin with fluffy fur 
trim by Elkind. 











d| THE CHRISTMAS TREE 


IT’S going to be a gay Christmas—the gayest in six years. Peace was still r 
too new last year, too many uniforms were still the rule, too much sadness 
still gripped the mourning world for the brighter spirit of Christmas to 
manifest itself. 

But a year has tempered the aching heart somewhat, discharge buttons 
brighten the scene of reunited families, atomic bombs blast the earth in 
experimentation only, and diplomats are working hard at maintaining 
peace on earth, good will toward men. 

So it promises to be a good Christmas, a happy Christmas, that will be 
reflected in stores throughout the country, because a happy Christmas in- 
variably means a buying Christmas. And, very likely, this year it will be 
a novelty buying Christmas. Wartime restrictions offered little or no op- 
portunity for the exertion of one’s imagination in buying gifts, the right 
kind to express both the giver’s and the recipient’s personalities. It was 
hard enough producing staples items so that novelties were rare. Though 
materials are still scarce in most markets, and production not near enough 
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Candler of Boston is in that Christ- 


mas novelty mood with a new doe 
Punch ’n’ Judy shoe. Punch if the mkt Oe 
tongue is out, or Judy if the tongue ee 
is in. Socks and gloves are items i oo ae: cA 
to be sold with any shoe. Socks wre et: 
by Kayser, gloves by Superb. age i 
Le paces 
oy oe iS 


A _perfect Christmas ensemble to 


band, belt with attached pouch, 
and trimmed glove; all by Elf 
Accessories. 
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the wished-for volume, manufacturers are doing their best to make this 
Noél shopping period both interesting and rewarding. 

Almost any novelty makes an ideal Christmas gift. If it’s different, if 
it’s bright, colorful, smart, or “cute,” it will attract a customer who might 
say: “Oh, this is just the thing for cousin Susie or Aunt Mabel or hus. 
band’s cousin or niece Abigail.” And the wonderful thing about these 
novelties is that you don’t have to sell them—they sell themselves. Depart- 
ment stores and specialty stores have found this the case. Shoe stores, too, 

Your store is no different at Christmas time from any other. It’s dressed 
up to the utmost. It’s gay and bright and warm. It’s bedecked and be- 
ribboned, and it beckons the Christmas shopper to sample its wares. But 
don’t beckon and then disappoint; don’t just stick to superfluous trim- 
mings on the same year-round stock. Christmas is a season in itself and 
it needs a separate selling plan. 

For some time the Recorper, through accessory features, has urged the 
promotion of shoe stores as leading fashion centers, and we continue to do 
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or with both, by Lapelle Co. Shin- 
ing sword and chain on rich black 
suede makes perfect Chritmas belz, 
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so in these four pages of novelty suggestions for Christ- 
mas selling. A shoe store is no longer the medium for 
the sale of shoes alone. Every accessory item added to 
"jis shelves is becoming to it, every planned coordination 
a step further toward its place as a style leader, every 
new novelty a boost in sales tallies. 

This is the case all year round, only more so at Christ- 
mas time. The shoe market itself offers numerous novel- 
ties to brighten Christmas mornings ’round the gift tree. 
Slippers, of course, are popular Noél gifts, slippers of 





Night life is at its height during 
the Christmas period. Feature ex- 
otic evening accessories such as 
these beautifully gold-embroidered 
and jeweled gloves by Aris, and 
charming gold cellophane woven 
bag and belt set by Belt-Modes. 





every conceivable style and material—the scuff, the bal- 
let, the mule, the exotic hostess slipper. And the novel- 
ties—your plaid, crocheted, or furred booties—these 
real eyecatchers, the perfect gifts, if displayed properly, 
will be bought with a minimum of sales talk. 

Most shoe stores are carrying staple lines of bags. 
Fine. But for Christmas, add novelty bags—an evening 
bag or two, tied in with a belt or compact set; a pouch 
or fob type attached to a belt; or a fur-trimmed bag co- 
ordinated with other accessories. Belts are always, of 
course, perfect accompaniments to bags, and they have 
loads of style appeal in their own right as well. 

Many other novelty accessory items have their counter 
place in your store, too. Compacts, cigarette cases, wal- 
lets, key cases, lapel pins, certain types of costume 
jewelry, in leather or in metals—if you can get them, 
they belong in your store along with your shoes. 


When we talk of these added items—these novelties— 
we are not restricting ourselves to “fads” of the moment. 
We mean, too, merchandise that is naturally staple in 
other stores, but which is slowly finding its way to your 
[TURN TO PAGE 76, PLEASE] 


All that glitters, glitters more 
beautifully ‘round the Christmas 
tree. “Hand-chased” 24 carat gold- 


plated compact, cigarette case, and 
lighter by Evans. Exquisitely 
wrought, bele by 


Belt 
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An interior view from the Fifth Avenue entrance highlights the egg-crate louvers which compose 
the suspended ceiling. Concealed lighting creates the impression that the entire ceiling is one 
bright light. Accessory counter is at right; the main selling area to the rear. 


New Design Makes Store 
A Display Case for Shoes 


Exterior view from Fifth Avenue. Plate glass ex- Typical of the wide range of accessories available 
tends from sidewalk to ceiling. Lobby display in Florsheim’s new, $100,000 store on Fifth Ave. 
in foreground highlights matching accessories. New York, are these three colored bags of plastice 
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| Close-up of a wall display adapted to quick change, 
- and featuring pigskin bag and white suede shoe. 
| both of which are attractively lizard trimmed. 


Similiar in design to wall displays, this floor fix- 
ture likewise features accessory ensembles, a pro- 
motion highlight of the new Florsheim store. 


Newly Opened Florsheim Shoe Salon on Fifth Avenue, 
New York, Makes Strategic Use of Changeable Walls 
and Specially Constructed Ceiling in Order to Facili- 


tate Adapting Entire Decor to Seasonal Requirements. 


MARKING a bold step forward in retail store planning 
and construction, the new Florsheim shoe salon for 
women at 516 Fifth Avenue, New York City, has the 
effect of turning the entire store into a display case. 
Changeable walls and the specially constructed ceil- 
ing make it possible to change the store’s decorative 
scheme as easily as display windows were changed in 
the past. The ceiling is made up of small egg-crate lou- 
vers which are suspended below the regular plaster ceil- 
ing. Concealed behind the louvers is a changeable light- 
ing system comprised of a mass of fluorescent tubes sup- 
piemented with movable spotlights. The fluorescent light 


provides an even all-over glow through the louvers creat- 
ing an effect that the entire ceiling of the store is one 
bright light. The display case effect is augmented by 
plate glass which extends from sidewalk to ceiling across 
the 30 foot Fifth Avenue frontage and also the entire 
130 foot depth along 43rd Street. Herculite all-glass 
entrance doors set in free-standing extruded bronze door 
jambs further accentuate the open effect of the front. 
All walls of the main shoe salon, other than the glass 
wall, are of drapery. This changeable feature will be 
used in conjunction with color changes in ceiling light- 
[TURN TO’ PAGE 76, PLEASE] 


An exterior view along the 43rd Street side of the Florsheim store shows complete interior visibility along 
the entire 130-foot depth. Heat convectors installed in the floor will defrost the glass walls in cold weather. 
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A New Idea in SOFT Construction 


MRS. JEAN NORMAN HALL, 


THE Buskin, a modern-day adapta- 
tion of the Robin Hood type of 
boot, was born in the mind of its 
designer, Jean Norman Hall, when 
he danced the role of Peter Pan 


56 


Inspired by a Peter Pan Ballet, These Com- 
pletely Flexible Shoes Have Caught on for Sports, 
Campus and Indoor Wear. 


in a school ballet some years ago. 
The softness of the cut combined 
with snugness at the ankle and the 
utter comfort of this completely 
flexible shoe made her realize what 
perfect leisure footwear this could 
be—ideal for after-ski or sports 
wear, indoors with slacks or blue- 
jeans, a “natural” for the campus. 

As Indian moccasins, Mexican 
huaraches, and other soft construc- 
tions began their climb to popular- 
ity with young people, Mrs. Hall 
decided that the feminine customer 
was in a mood to accept another 
shoe of similar category. In her 
home town of Peoria, Illinois, she 
made samples fashioned of sueded 
leather, added a fleece-lined inner 
sole which is removable. Photo- 
graphing these models, she sent out 
an attractive brochure by direct 
mail in the Fall of 1944 and re- 


ceived a 25 per cent return on the 
first mailing. The rush of Christ- 
mas orders that year kept her and 
her associates literally working day 
and night. For the first six months 
they were in a daze, she says, trying 
to fill orders, for the merchandise 
was being made on contract and a 
rapid increase in production was 
something Mrs. Hall could not her- 
self control. So she decided to form 
her own company, develop her own 
factory. From the ‘outset she was 
fortunate in securing capable oper- 
ators, and today the factory is lit- 
erally “like one happy family,” each 
employee as pleased when orders 
pour in as is Mrs. Hall herself. 

As a college student, Mrs. Hall 
studied design at the University of 
Illinois and later at the University 
of Minnesota. At that time she took 

[TURN TO PAGE 97, PLEASE] 
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“A Time Turnover for Postwar Profit 


Why Merchants Should Strive to Maintain Their Present 
Strong Working Capital Positions as Financial Protec- 


tion against Swing of Pendulum Back to Buyers’ Market 


by J. L. VESPER 


Credit Manager, Walker T. Dicker- 


OPERATING statements of practically all shoe retailers 
show inventories, closing the year 1945, 50 per cent to 
90 per cent below prewar years. Their financial state- 
ments show an exceptionally large amount of cash and 
government bonds, which with exceptionally low inven- 
tories has placed their businesses in very liquid posi- 
tions. 

Mr. Baxter, international economist, advises merchants 
to retain these positions as long as possible where sales 
volumes will not be too much jeopardized. In other 
words, even though, as in the past few years, operation 
still seems to remain difficult with low inventories, it is 
far better to have to operate with difficulty (your style 
cramped) for a while longer than to decrease your pres- 
ent working capital position. 

The consensus among retailers is that, when our econ- 
omy returns to normal, they will all be forced, through 
competition, to go back to the old prewar way of doing 
business, where the average turnover obtained was only 
two times or a little over. 

Through necessity of forced hand-to-mouth buying 
during the years of war, with maintained turnovers of 
four to six times, it was proved to retailers that, even 
though operation of their business was more difficult, 
they could operate on less invested capital. With in- 


son Company, Columbus, Ohio 


creased inflationary sales volumes, decreased inven- 
tories and frozen purchases, net profits increased auto- 
matically, thereby materially increasing working capita 
positions. 

ht could be said that increases in working capital posi- 
tions in a majority of cases show an over-capitalization. 
However, inflationary profits which provided excess 
working capital should definitely be retained in each 
business, since they will be needed as an atomic finan- 
cial protection when the pendulum swings the other 
way, as it always does. War inflation profits or in- 
creased working capital, which should be retained in 
any business, may be considered comparable to insur- 
ance, or to a parachute designed to carry a business in 
the deflationary fall to a normal economic level and to 
retain that position. Without retained inflationary profits 
or excess working capital, a normal economic position 
could hardly be held and would result in possible diffi- 
culty in operation or bankruptcy. 

Compare any shoe retailer’s present-day financial 
statement with that of 1940-1941, or even 1942, and I 
believe the majority will choose their present position 
rather than that of 1940 to 1943, with one thought in 
mind, namely, that should a decided deflationary change 

[TURN TO PAGE 72, PLEASE] 








































Case No. 1 
2-Time Turnover 





COMPARATIVE TABLE SHOWING EFFECTS OF INCREASED TURNOVER 


Case No. 2 
4-Time Turnover 


Case No. 3 
6-Time Turnover 
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Dominic LaValle, of La 

Valle, Inc., terms himself a 

“shoe editor.” He has been 

in business for himself since 

1916. Here he ponders «a 
new design. 


Increase Shoe Sales by Consumer 


Preliminary. After the upper is cut, Alice Katsas The heat -is-on. -John-Sorice hangs uppers of shoes 
marks the cut leather from a design as a guide to other in the heat room, where the temperature is 210 de 


workers who will do the actual assembling of the shoe. grees. Uppers hang here two days in the curing 
process, which softens them. 


Boot and Shoe Recorder 


















Long at the trade. Gatana Platia, an expert Union of the halves. Vito Seminari attaches the upper to the 
ker, moistens the uppers in preparation last by hand. To speed their work, shoemakers fill their mouths } 
for the next step—fastening them to the lasts. with nails. By years of practice they develop extraordinary skiil. 


+ 
Broader Appreciation of the Art, Skill 
lca 10n e e e and Craftsmanship involved in Good 
Shoemaking, and of the Advantages of 
a More Varied Shoe Wardrobe, Will 













: ' 

ane ." = seine pyres em: “ ort ee Help Solve industry's Problems wh | 

production mounts to higher levels, and supply grad- increased Productive Capacity Creat { 
ually catches up with demand, will be that of increasing 

a Shoe Surplus. 


per capita sales. Only by convincing customers of the 
desirability of acquiring a more numerous and varied 
collection of shoes, to meet the demands of modern liv- 
ing, can sales be stimulated to take up the increased pro- 
ductive capacity of the industry, built up during war 
years. 

First step in the desired objective is to educate cus- 
tomers to a greater shoe consciousness and to build up 
in the minds of consumers a better appreciation of the 
thought, skill and craftsmanship that go into the mak- 
ing of a good pair of shoes. The present trend toward 
higher prices makes it all the more essential to educate 
customers along these lines. 

Photographs shown here were used in a pictorial 
presentation of the story of shoemaking which appeared 
recently as an editorial feature in the New York World 
Telegram. Educational material of this character helps 
to build a better appreciation of shoes and shoe values 
in the minds of consumers. Photographs reproduced by 
emrtesy of La Valle, Inc. 































The finished product. A LaVa'le model is tried 
on in the retail store by a prospective pur- 
chaser. Seemingly simple in design, it gives 
little hint of the effort represented in its 
manufacture. 
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FIRST OF A SERIES OF PRACTICAL 

STUDIES IN FUNDAMENTALS OF EFFEC. 

TIVE ADVERTISING FOR THE RETAIL 
SHOE STORE. 


What Makes 


A Shoe Ad Produce? 


Good Advertising Appeals to a 

Basic Human Need. Here Are Out- 

lined the Three Mainsprings Which 
Touch Off the Buying Urge. 


Waar factors make one advertisement sell more mer- 
chandise than another? What is good advertising— 
and what can the average shoe merchant do to improve 
his store’s printed selling? 

With this issue Boor anp Suoe Recorper begins a 
series of articles designed to help the dealer who is not 
an advertising specialist to do a better job of mass 
selling. 

When tourists admire the Empire State Building, they 
waste few oh’s and ah’s on the foundation, yet it is that 
solid foundation which supports the world’s tallest build- 
ing. In the same manner, it is the solid foundation of an 
advertisement—the selling appeal it uses—which con- 
tributes most toward making the ad a whopping success 
or an expensive failure. Pretty words and pictures are 
necessary, but they serve as window dressing to put 
across the ad’s basic selling appeal. 

What is this appeal? And what differentiates a good 
appeal from a poor one? 

A good appeal touches a buying urge, the spring mak- 
ing dollars jump from the consumer’s purse into, the 
merchant’s cash register. Naturally, different motives 
are behind the purchase of different merchandise, and 
the various appeals are each effective on different oc- 
casions. 


Psychologists recognize three main human needs which 
are useful in selling, and a dozen “secondary” motives. 


The desire for mastery—the buying urge which makes 
[TURN TO PAGE 91, PLEASE] 


This is a short, but effective head 
appealing to the desire for mas 
tery. Simply put: “Look pretty 
. . « Shoes from Horne’s.” 


Boot and Shoe Recorder 














































































NEWS and VIEWS from PRICE BATTLEFRONT 


Shoe Trade Faces Difficult Price Problem 





Caught Between Sharply Higher Leather Costs, Due to Lapse of Raw 
_ Material Controls, and Consumer Resistance 


New YorK — With shoe prices ad- 
vancing at factory and retail levels, 
reports of increasing resistance to the 
higher prices, both on the part of mer- 

chants and consumers, and continued 
uncertainty as to the future of govern- 
ment price control policies, the entire 
price picture continued confused and 
chaotic during the past fortnight. In- 
dications were that it might take some 
time to settle down to anything like 
normal stability, and meanwhile, most 
merchants and manufacturers were 
feeling their way cautiously and en- 
deavoring to the best of their abiilty 
to avoid any action that might further 
upset the already disturbed balance be- 
tween normal price relationships. 


Discount Effect of OPA Revival 

What effect a revived OPA might 
have on the leather and shoe price sit- 
uation was anybody’s guess, but the 
general impression was that, from a 
practical point of view, it would prove 
impossible to unscramble the mixed de- 
velopments of the past three weeks, 
and that even OPA, if it once more 
attempts to make shoe and leather 
price ceilings stick, will have to take 
due cognizance of the situation that 
now exists, due principally to the lapse 
of the international hide and skin con- 
trols, 

The trade has been too much con- 
cerned during the past fortnight with 


~~ immediate price problems to give much 


attention to what adjustments would 
be called for, what procedures would 
Be followed or what formulas applied 
to footwear under the provisions of the 
price control measures that Congress 
has been considering. So the disposi- 
tion has been to defer those matters 
and tackle them if, as and when they 
arise. The belief prevails, however, 
that factors like the advance in hide, 
skin and leather prices in the world 
market will have a definite bearing on 
any future price fixing. . 

Rumors of advances in retail shoe 
prices amounting in some extreme cases 
to as much as $2.00 a pair or more 
were accompanied by reports of grow- 
ing consumer price resistance and slack- 
ening sales in widely separated areas. 
Most retailers were pursuing much 
more conservative policies, and many 
of them, including important chain 
groups, were resisting the increased 
trend in factory prices even more than 
consumers were balking at advancing 
retail prices. Manufacturers, on the 
other hand, were in the unenviable posi- 
tion of being caught between a sharp- 
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ly advancing leather market and a 
growing price resistance from many 
retailers and a large section of the 
consuming public. 

In Detroit, retailers who are mem- 
bers of the Detroit Shoe Retailers As- 
sociation, were reported to have agreed 
to hold the price line as long as possi- 
ble, even if it involved absorbing some 
factory increases, 

In the minds of the public, naturally 
enough, the higher shoe prices at retail 
were attributed almost entirely to the 
lapse of OPA and price controls, and 
even many retailers failed to take full 
account of the much more important 
role played by the discontinuance of its 
international hide and skin ‘allocation 
and control program, which came to 
an end four days before OPA controls 
expired on June 30. Many also failed 
to take account of the fact that higher 
shoe prices were due, even under OPA, 
and in the case of lower price shoes had 
already been authorized by that agency. 

The danger in the situation lies in 
the fact that the public, through an 
unfortunate coincidence for which the 
shoe trade is in no way responsible, is 
likely to receive the impression that 
shoe retailers and manufacturers were 
taking advantage of the lapse of 
OPA to push prices to much higher 
levels. The need of consumer educa- 
tion to disabuse the minds of customers 
of this wholly erroneous impression is 
pointed out in the Editorial Outlook of 
this week’s Recorder. 


Follow OPA Low-End Order 


Information and comment as to how 
some manufacturers are meeting the 
price situation is also published in this 
issue. On the retail end, action of im- 
portant chain groups is _ significant. 
Thom McAn Stores advanced prices on 
their men’s shoes from a previous $4.30 
top to $4.35, $4.55 and $4.75, most styles 
selling at the latter figure. On the 
other hand, John Ward Stores, which, 
like Thom McAn, are owned by Mel- 
ville Shoe Corporation, carried stickers 
on the windows to the effect that shoes 
were still priced at OPA ceilings-or 
under. Thom McAn increases merely 
followed the changes recently permit- 
ted by OPA in S0O-162, the low-end 
pricing order, according to George 


Dick, vice-president in charge of shoe 
merchandising. 

The A. S. Beck Stores made effective 
an increase of 50 cents a pair on wo- 
men’s shoes and 41 cents a pair on 
men’s, making the new prices $4.85 
and $5.40 respectively. 








International Raises Prices 
Approximately 10 Per Cent 


St. Louis — The International Shoe 
Co. on July 15 issued the following 
press release on the shoe price situa- 
tion: 

“The International Shoe Co. is ship- 
ping shoes this week through all its 
sales branches at prices which are ap- 
proximately 10% above the levels 
approved by the OPA prior to ‘the 
President’s veto of the bill extending 
the life of the agency. This step is 
probably a temporary one in view of 
the lack of stability of the raw material 
markets. With hides at 27¢ per pound 
compared with the OPA ceiling of 
15%¢, with goatskins and sheepskins 
80% to 100% above prices prevailing 
in June, the prices we have established 
on our shoes are substantially below 
the current market in relation to raw 
material prices. The increases in hides 
and skins are undoubtedly a reflection 
of the result of the removal of inter- 
national controls on prices and alloca- 
tion of these raw materials, a step 
which took place on June 27, several 
days prior to the expiration of the 
OPA. Competent authorities agree that 
in a free market the cost of domestic 
hides and skins are influenced by the 
world prices. 





Selby Follows OPA Formula 


PoRTSMOUTH, OHI0—President N. B. 
Griffin, of the Selby Shoe Company said 
in a statement to customers July 15: 

“In accordance with the policy ex- 
pressed by a great many leading re- 
tailers, by the National Shoe Manu- 
facturers Association and by the Na- 
tional Manufacturers Association, we 
are doing our utmost to maintain the 
prices on our shoes at as low levels as 
possible. As a consequence, beginning 
today, while the prices on all shipments 
will be higher, they will be limited to 
those developed by the OPA which were 
supposed to have become effective July 
8, 1946. 

“For example, a shoe with a ceiling 
price of $5.00 has had an additional 
‘adjustment charge’ of 43%4%, and re- 
cently has cost $5.23. Under the new 
OPA formula to be used by us, this 
shoe would be priced as follows: 

Base ceiling price ...........++- $5.00 
10% of $3.25 (the cutoff price of 

ladies’ shoes under 8.0, 162).. 33 

7%% of the difference .between 


$3.25 and $5.00 ($1.75)...... 13 
New Ceiling Price ............- $5.46 
4%% “Adjustment Charge” .... .25 

(Allowed under Amendment 24 

to SR 14 E) 
Total Cost:.....- $5.71 


[TURN TO PAGE 74, PLEASE] 
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A SELBY SHOE 


DOES MORE TO SELL MORE! 
Styl-EEZ shoes by Selby do more beautifying 


for more women! First, Styl-EEZ has 
flattering smartness in a variety of lasts. 
Second, these shoes have the “Flare-Fit” inner- 
sole to help ankles go beautifully 
straight— without a wobble. 

And always, there’s the strict 

Selby insistence on quality. 

Three potent reasons why 

Styl-EEZ shoes are such 

fast sellers, stay 

sold and repeat! 


TO RETAIL $7.95 = $8.95 AND UP 


Chae-lly 


The Selby Shoe Company 
PORTSMOUTH, OHIO 
Selby ARCH PRESERVER e STYL-EEZ e ACTIVE MODERNS e TRU-POISE 
oes EASY GOERS e PHYSICAL CULTURE e GROUND GRIPPER e CANTILEVER 


NEW YORK OFFICE: 3120 Empire State Building ¢ LOS ANGELES OFFICE: 816 Haas Building 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mateapaclarting mi Markets 


Boston 


THERE is no evidence in New England of any speculative 
buying either of raw materials or finished merchandise. 
Tanners are chary of buying hides at the currently inflated 
values which have been established in some parts of the 
world; shoe manufacturers are buying only what they need 
at the moment, and a surprisingly large number of the 
larger companies have accumulated inventories which will 
keep them going for some time; department and chain store 
buyers are reliably reported to have made it clear that they 
will not be in the market until they need shoes and then 
will pay whatever the price is at that time provided they, 
in turn, can sell at a normal profit. As though to emphasize 
that policy, several large buyers who had been scheduled to 
visit the Boston market during the week of July 15, failed 
to put in an appearance. ; 

Hardest hit by the new and somewhat higher price levels 
of raw materials, of course, are the playshoe manufac- 
turers—numerous in New England. Their manufacturing 
activities curtailed even before the end of the original OPA 
by a falling off in consumer demand, they are in no position 
to buy heavily at this time since no one knows either what 
the price level or the public preference will be at the open- 
ing of the 1947 season. 

All along the line there is widely evident a determined 
resistance to increased prices. This does not mean that 
there will be none, of course, since some increase, partic- 
ularly in men’s shoes, is inevitable. In fact, there are re- 
ports of increases in some lines, both men’s and women’s, 
of approximately 12 per cent, accounted for partly by the 
increase which OPA was on the point of granting before 
the original law expired and partly by the increase in the 
price paid for leather since that time. 

One large manufacturer says quite frankly that he ex- 
pects the current wave of shoe buying to be over by the 
end of the first three months of the 1947 season and that 
what will happen then will depend on how high prices have 
been allowed to go in the meantime. It can be, he says, 
an orderly price recession or a crash similar to the one 
the trade experienced in 1920. 


St. Louis 


Wirn leather prices up 30 per cent and more in the St. 
Louis market, shoe manufacturers likewise have found it 
necessary to increase their prices, some of the specialty 
houses have announced increases of 15 to 20 per cent, effec- 
tive July 15. Operating on short supply, so far as leather 
was concerned, shoe manufacturers were obliged to pay the 
increased prices immediately, and so had no alternative 
but to advance the prices of their shoes. The increase in 
most cases runs from 60 to 70 cents a pair. 

For many years St. Louis has been one of the foremost 
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“brand” centers in footwear. Manufacturers have striven 
to build standards of value behind their trade-marks to 
such an extent that profits often were sacrificed to main- 
tain them. 

During the war, for example, when scarcities compelled 
substitution of sometimes unsatisfactory materials, some 
factories temporarily eliminated brand names rather than 
jeopardize their traditional association with quality and 
durability. So careful-were manufacturers to preserve the 
integrity of brands that it is safe to say that these adver- 
tised identification marks suffered virtually none of the 
deterioration of war. 

This explains why St. Louis manufacturers are preparing 
with such care their plans for promotion and dealer aids. 
Historically they have always cooperated closely with deal- 
ers, offering them assistance in window decoration, show 
cards and newspaper advertising mats. Some of the larger 
went in extensively for management services, attempting to 
relieve the small retailer of the task of studying lines and 
allowing him to concentrate on merchandising problems. 
This, in turn, benefited the manufacturer by convincing the 
retailer he could obtain the best service by buying most of 
his stock from one source. 

The extent to which they will renew or augment these 
aids is the question now. A major point is whether they 
will resume the old custom of assuming half the cost of the 
dealer’s newspaper advertising (usually up to 3 per cent 
of gross purchases) or reduce it. During the seller’s market 
a number of factories quit the practice, principally because 
it was about the only available way of squeezing out a profit 
when costs were crushing against ceiling prices. Some 
specialty houses are known to oppose resumption of the 
practice. Others favor it. 

Whatever the decision on details, it is certain manufac- 
turers are going to push promotion work, because they 
foresee a return of a buyers’ market. The various guesses 
on how soon that return is to be will be the determining 
factor in their planning. It can be taken for granted, 
though, that the quality, if not the quantity, is going to 
improve. This is apparent in, if nothing else, the greater 
pains being taken in art work for advertising and window 
decoration media. 


2 

Chicago 
SINCE the cost of leather has already show a sharp up- 
turn within the past week, it is inevitable that the prices 
of shoes must rise. Even though there has been a marked 
advance in the number of cattle coming into the Chicago 
stockyards, it will be some time before this greater abun- 
dance of leather will be reflected in the shoe industry it- 
self. During the past week hide prices have increased from 
20 to 45 per cent and in a few instances risen as much as 
60 per cent. What the eventual outcome will be no one can 
prophesy. [TuRN TO PACE 81, PLEASE] 
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Millions of Mothers know Trimfoot 
Shoes... like their style... their fit 
... their wear...and their sensible 
prices. They’ve read about Trimfoot 
Shoes in 23 national and sectional 
magazines. A lot of these Mothers 


live in your trading area » 





GABBY DEER 


SHOES SHOES 


















TRIMFOOT COMPANY 
TRIMFOOT TERRACE 


FARMINGTON, MISSOURI 
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_ __NEW YORK RETAILERS 
_ AWAIT PRICE DEVELOPMENTS 
& oA VERY decided difference in opinion 
and experience showed up when New 
_ York shoe buyers were queried con- 
cerning the effect of the present price 
control upheaval on deliveries and 











- On one hand were those who re- 
' mained relatively complacent, appar- 
ently practicing what one Fifth Ave- 
nue buyer described as an attitude of 
“watchful waiting.” It was this same 
retailer, however, who represented the 
opposite extreme so far as experiences 
with manuiacturers are concerned, On 
his desk that- morning was a letter 


from a big: 1 facturer of women’s 


shoes, advisingyhim of an immediate 
increase in theswholoenle price, and 
backing up the statement with several 


reasons, including the increase in 
overhead caused by the anticipated 
demands of labor and the recent price 
increase instituted by the tanners. This 
ultimatum affects not only future 
orders, but also commitments now out- 
standing. 

The question now is: will the manu- 
facturer or the retailer absorb to some 
extent this price increase, or will the 
consumer bear the entire brunt of the 
situation? Here, too, opinions and 
store policies differed, although the 
consensus concerning the manufac- 
turer was that he would not absorb 
much, if any, of the added cost. In 
complete sympathy, one buyer ex- 
claimed that the manufacturer couldn’t 
possibly absorb much more than he 
has already shouldered during the 
past few years. Therefore, the Fifth 
Avenue shops indicated that they, the 
retailers, will assume manufacturers’ 
increases in so far as possible. How- 
ever, the department stores believe 
that as the increase gains momentum 
it will travel its natural course, even- 
tually falling upon the consumer as it 
did so drastically after the last war. 

One merchant, who expects prices to 
go up on shoes, optimistically antici- 
pates better quality in leathers, in 
men’s shoes particularly, which will 
warrant a higher retail price. In prep- 
aration, he was already marking down 
much of his older stock in order to 
move it out before receiving new mer- 
chandise which might necessarily be 
given a larger markup. Another buyer 
specified the loafer as one item which 
will very likely go up now that ceil- 
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ings no longer exist, since both manu- 
facturer and retailer have been un- 
able to realize a fair profit on it dur- 
ing the past few years. 

And so, all along the Avenue shoe 
buyers are sitting tight waiting for 
something to happen, and rather grim- 
ly prophesying that anything can hap- 
pen. 

So far as day-to-day business is con- 
cerned, “black suede, black suede and 
more black suede” is the big demand 
this Summer, according to one Fifth 
Avenue retailer. Other merchants re- 
port that women are buying anything 
that goes on the foot, white, patent 
leather and play shoes are all being 
sold. In these last the better grades 
are wanted, chiefly in leather. Straw 
shoes are also wanted, however, for 
beach and general resort wear. Sev- 
eral stores are showing clog or inch- 
high platform sole reptile shoes from 
South America. Business in the 
women’s departments has been way 
ahead of last year. The philosophy of 
buying of many women is to “take the 
longer view,” as one retailer puts it, 
and to purchase shoes that will be 
suitable for wear in the Fall. 

This same point of view is govern- 
ing some of the purchases of children’s 
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CHAY COME PATE 


By “Seymour Troy” 
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A populer new shade, “Cherry — « 
in a popelar material, patent, 
emphasized by Richards in Miami, Fie. 














shoes. In a limited way, merchants 
report, mothers have been buying 
school shoes tor next Fall. When this 
is being done the clerks at the fitting 
stool have been fitting a half size too 
large; sometimes more. In general, 
however, purchases in the children’s 
departments have been of barefoot 
sandals—back in better supply than 
last year and very much in demand— 
sneakers and some play shoes. These 
last are not in great demand, however. 
There is a real need for bathing shoes 
for children, according to one retailer. 
Another early demand, as reported by 
one quality children’s department, is 
for rubber footwear. Parents have 
been coming in from out-of-town try- 
ing to get these shoes before they are 
all sold out, as they were very early 
last year. 

In men’s departments good business 
is reported. Summer types have been 
selling well—perforated-through shoes, 
slashed treatments, tan and white 
combinations. Casual types, both 
wedgies on platforms and Norwegian 
moccasins, point to a growing business 
in that field. Some stores that never 
carried such shoes before are stocking 
them this year and are enthusiastic 
about them. 

* * # 
BLACK PATENT WANTED 
IN MIAMI 


PLENTY of black patent has been 
called for of late in Miami shops, and 
for the most part it is wanted with 
high heel. Burdine’s offered a spark- 
ling black pump with skyscraper heel, 
low-cut vamp, with clever perforated 
detail, at $12.95. It was a good all- 
round basic shoe for the vacationist in 
that it fitted nicely into numerous en- 
sembles. Richards had a sling back 
pump of patent, with a three-quarter 
inch black and white snake platform. 
This was in the $22 bracket and popu- 
lar with women who patronized that 
price range. It made a very smart 
travel shoe. Nankin’s has been doing 
well with a $6.95 black patent sandal. 

White continues to be important, 
running to a good 60 per cent of vol- 
ume. Pumps are gaining in favor and 
Burdine’s has been featuring a square 
toe classic in white suede with brown 
calf trim at $8.95. , 

Color is growing in importance and 
one of the newest is a Cherry Coke 
patent offered by Richards. This is a 
smart sling sandal and is placed in the 
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$16.95 bracket by the Richards store. 

The Mary Jane Shoe Store is also 
offering a Cherry Coke patent. This 
is a warm bronze shade and fits well 
into the Summer picture. It is smart 
with light Summer pastels as well as 
with dark travel clothes. It is offered 
in three different models, and there is 
an inexpensive but smart handbag to 
match. One of the shoes is a dainty 
high heeled T-strap sandal with open 
toe and heel; the second a sling pump 
with a high platform sole thickly 
studded with brass nailheads, and the 
third a T-strap sandal with one broad 
toe strap and another that crosses 
diagonally across the instep. 

Saks is featuring a braided raffia 
sandal, with high platform, for wear 
with casual or sports outfits. 

The Mary Jane Shop has intro- 
duced a “Siren Clog.” It has a very 
high heel and an inch-thick platform 
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sole covered with doeskin. The two 
broad straps crossing the toe are elas- 
ticized for comfort and fit. Cutouts on 
the strap are ornamented with colored 
nailheads. 

Doeskin is featured in a number of 
play shoes. Elasticized straps are also 
being shown and played up as a Sum- 
mer comfort idea and a means of 
securing a neat fit. 

Barefoot sandals continue to rank 
high in popularity. There is plenty of 
detail to most of these and many show 
the Greek classic influence of crossed 
bands and ankle ties. 

Burdine’s has been playing up a 
line of “Summer right in snow white” 
play shoes of white crushed kid. Cool 
and comfortable with open toe and 
heel and modified wedge sole, they are 
popular for hot weather. 

There is more and more color slow- 
ly creeping into the picture, both in 
tlie higher priced lines and in the 
popular price bracket. Women are 
demanding strictly feminine fussiness 
in their footwear. Bows and buckles, 
trimmings, nailheads and a combina- 
tion of colors and fabrics are all much 
in the picture. 

** * 
BALTIMORE STORES UNCER- 
TAIN ABOUT FALL 


BALTIMORE merchants are busy 
making mental reservations about late 
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Hess of Baltimore stressed the popu- 
larity for color in footweer in this 
ad headed, “Color Runs Riot.” 








Summer and early Fall promotions at 
this time and simultaneously feel more 
or less “up-in-the-air” about the lift- 
ing of the OPA. Most dealers refuse 
to commit themselves on what is in 
the offing as the result of this develop- 
ment. 

However, the buyer at Stewart’s de- 
partment store shoe section said, apro- 
pos of the vanishing OPA: “The sec- 
ond buying of reptiles will show an 
increase of 20 per cent, because there 
will be a lot of bidding for late Sum- 
mer and Fall: If the manufacturers 
in the United States can get more for 
reptiles, this will decrease the impor- 
tation of Argentine reptiles.” 

Business as usual was excellent with 
everything moving and still laments 
over late shipments of footwear and 
hard-to-get merchandise. Casual types 
were very good and white terrific as 
well as brown and white spectators— 
also black and white, black and patent 
and white play shoes. 

The sling pump led in style, while 
red in calf and white suede or reptile 
kave been particularly favored. Many 
merchants are planning to promote 
suede, patents and gabardines for late 
Summer and early Fall. 

One spokesman for a darge depart- 
ment store said that June, 1946, 
showed a 30 per cent increase in busi- 
ness over the same period in 1945, 
and attributed this to the fact that he 
bought white shoes earlier and stocked 
them far ahead of the season. 

There were mixed opinions on chil- 
dren’s shoes. One buyer said it was 
hard to get volume white and that 
patents came in when the need was 
not so great, but the store was ahead 
in children’s sales over Jast year. 

Another buyer for a large depart- 
ment store said that children’s busi- 








ness was only fair. Fabric play shoes 
for youngsters moved slowly, empha- 
sis in buying was on staple items like 
brown and white saddles and white 
strap. 

Opel White at Hahn’s on West Lex- 
ington Street, will start school promo- 
tions early in August, with moccasins, 
saddle oxfords, ballerinas and patents 
for dress. Black, red and tan leathers 
with the latter shade predominating, 
are expected to be popular. 

In the women’s department, Mr. 
White said, “We are hoping for good 
early black suede selling in casuals 
and platform types with low heels. 
These are getting better all the time.” 

The buyer at O’Neill’s department 
store said, “We'll fight like the devil 
for suede shoes in black, particularly 
for promotion in late Summer and 
early Fall. Our June suedes have not 
come in yet. 

“There has been a tendency for cus- 
tomers to want the better type casuals 
in play shoes here. Te casuals are 
very good. We bought all the leather 
we could get in play shoes and con- 
centrated on better priced casuals. 
Spectator types were good in black 
calf and white, black patent and 
white, red and white.” 
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CHICAGO STORES PROMOTE 
PLAY TYPES 


As warm weather continues, Chicago 
stores’ advertising emphasis continues 
on play shoes of many types. Leathers 
are the prime favorite, but not every 
store has as large a selection in these 
as the public demands. Medium 
height wedges in white or colored 
bucko or gay hued leathers are the 
No. 1 choice. Raffias have had good 
customer acceptance, too, some in 
wedge heel types, some on wooden 
clog soles. The rope-soled play shoes 
have also been popular, offering as 
they do a wide variety in the uppers 
including leathers, striped and corded 
fabrics, and gaily patterned cottons. 

The ultra-nude sandal has definitely 
graduated into the glamour class, 
being promoted by several stores in 
gold or silver kid. While most women 
buy them for wear with hostess gowns 
or lounging apparel, shoe men say 
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IN BACK OF THE SYMBOL A PROCESS THAT PROVIDES: 


1. DEPENDABLE RIGIDITY ... 2. UNIFORM SHANK FIT 


Tests are made during production of Each shank fitting is made directly to 
every lot of shanks to confirm the last. Vita-Tempering preserves 
TOUGHNESS and HARDNESS. the UNIFORMITY of bend and temper. 
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The Vita-Tempering Process 
is a significant advance in en- 
gineering that contributes to 
shank steels the accuracy 
of fit and uniformity of bend 
that is important to the science 
of shoemaking. 


3. CLEAN SHANKS To the shoe manufacturer, 
The shanks, coming from the Vita-Tem- Vita-Tempering means .... 
ane See ao eee See ea 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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many are being bought for dance use 
although they are all built upon an 
utterly flat sole. Designed in a variety 
of versions of thin thong-like strap- 
pings, they vary in price from $13.75 
to $18.95. They are also shown in 
bright colored leathers. 

Although many customers are al- 
ready Fall-minded, seeking dark shoes 
for next season, selection everywhere 
is very limited. As a result there is 
still a great deal of business being 
done on white Summer footwear, most- 
ly two-tone types. Some clearance 
sales on fabric play shoes have stimu- 
lated the sale of these also. 

Reptiles are eagerly sought, in 
staple browns as well as in red and 
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green. High fashion houses like 
Joseph, O’Connor & Goldberg, and 
Hanan offer matching handbags in 
many instances, a double lure for the 
fashion-minded customer. Field’s and 
Carson’s have their accessory counter 
adjoining their shoe salons where bags 
to match or harmonize with the foot- 


wear are shown in_ considerable 
variety. 
* * * 
OPA DEMISE ADDS 


TO DETROIT SLUMP 


W ITH general retail volume slacken- 
ing off in Detroit, shoe stores found 
business further hurt around the early 
part of July by the sudden demise of 
OPA—a factor that representative 
shoe men believed responsible for 
some of the extra Summer slump gen- 
erally reported. Reasons were ob- 
scure, because few local stores raised 
prices at once, and the natural re- 
action of a mild rush to buy before 
prices rose did not materialize. Scarc- 
ity of desirable footwear was apparent- 
ly still the dominating factor. 

The mood of holding the line applied 
almost universally here, during the de- 
bate on the future of price control. 
Major department stores instructed 
their buyers, for instance, to pay no 
increased costs on items bought from 
manufacturers and jobbers, without 
special approval—as well as to retain 
all retail prices at the existing level. 

Comparison of retail shoe grosses 
with a year ago in selected stores 
showed that July is just about equal 
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to July, 1945, despite the recent ap- 
parent slump. This factor is distinctly 
encouraging, since the average retailer 
had come to feel taat a protracted 
sales decline was in prospect. Some 
increase in prices during the period 
has been offset by the general tendency 
of shoe buyers to pay a little less per 
pair than they were willing to pay a 
year ago. 

Demand for shoes is turning more 
strongly than ever to leathers, with 
fabrics, including gabardines, in less 
demand—particularly for Fall buying. 
With buyers planning a few months 
ahead, retailing conditions are ap- 
aproaching something like normal for 
the first time in three years. Attitude 
of merchants generally is optimistic, 
that there will be a marked increase 
in shoe stocks by the end of the year, 
with normal conditions thereafter, in 
contrast to the present empty shelves. 
Inventories, in neighborhood stores 
especially, have reached about their 
lowest depth of all time. 

Accent in store advertising and pro- 
motion is upon the novelty and un- 
usual item, indicated by current news- 
paper advertising. This tends to di- 
rect sales attention toward the spe- 
cialty which the store has in stock, 
perhaps was forced to buy-because of 
the total unavailability of standard 
lines, and at the same time, especially 
in women’s lines, provides a means of 








Gold or silver braid in an unusual 
high wedge evening sandal, as fea- 
tured by Fyfe's in Detroit. 


stimulating total sales by the familiar 
appeal ot novelty. 

Problems of securing competent 
shoe help have become less significant 
than in recent months, with stores gen- 
erally able to choose their help as they 
had been unable to do until very re- 
cently. The casual replacements taken 
on during the war are being weeded 
out rapidly in local stores unless they 
prove adaptable to shee work. 

* a = 
SALES BOOM, STOCKS 
TIGHT IN NASHVILLE 


LIMITED quantities of Fall merchan- 
dise were displayed by various Nash- 
ville stores, and the reception by a 
goods-hungry public was terrific. Pres- 
ent indication are that reptiles, black 
and brown calfskin will lead in local 
consumer choice. Indications are that 
it will be a toss-up between style types 
during the Autumn buying season. 
with closed types, open toes, and sling 
backs being chosen about equally. 

Sales volumes continue to boom 
with most stores doing a 40 to 50 per 
cent increase over July, 1945, sales. 
Stock situations are very tight at a 
majority of the local stores. 

The shortages of children’s shoes 
have been reduced, and most stores 
are able to supply the brand and color 
desired. Some managers take the 
present situation with a cautious view- 
point. Increased demand, such as 
completion of school wardrobes, could 
place kiddie’s models back in the tight 
category. More shipments, the fact 
that most parents have procured Sum- 








mer juvenile shoes, and the fact that 
many children are wearing old models 
at home or to camp are factors which 
have brightened the juvenile horizon. 

In women’s lines, a majority of the 
stores are operating on reduced stocks. 
White continues as the popular Sum- 
mer color with two tones running a 
good second. Platforms continue to 
pull heavily and play shoes are in 
demand. 

Men’s shoes still remain critical. 
and many customers have to accept a 
substitute brand or come back later 
for the desired line. Perforated two 
tones are selling briskly. Moccasins 

[TURN TO PAGE 87, PLEASE] 
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One World and Shoes 


[CONTINUED FROM PAGE 49] 


gumbers in Europe, the force of demand in the world 
market is likely, temporarily at least, to increase the cost 


of sole and upper leather. Shoe costs would, therefore, | 


also increase. 
This trend in a world market cannot be controlled by 
United States shoe manufacturers. They can only dedi- 


cate themselves to restraint, to the utmost economy, to | 


even greater efficiency of production. Supplies of leather 


and shoes are below normal because consumption was | 


accelerated during the war for the Armed Forces. There 
are no inventories, consequently, to act as a cushion, a 
buffer against price changes in basic materials. 

Every part of the shoe industry has hoped and striven 
to avoid price increases. But, if higher costs of material 
compel increases in shoes, then the cause must be seen, 


not in the existence or lapse of price controls, but in the | 


world market for raw material which opened on June 26, 
1946. This industry can and will make every effort to 
continue giving consumers greater value in shoes than 
in almost any other commodity. Even with higher raw 
material prices in the world market the cost of shoes to 
consumers will compare favorably with other nondur- 
able merchandise. Shoes will still represent maximum 
value for the consumer's dollar. 


New Rochester Factory 


Rocnester, N. Y.—Wage increases of 15 per cent 
were made recently at the plants of the Artisan Shoe | 
Corp. and William Heiber & Son. 

A new factory, Rochester Welt Shoe, Inc., has been 
started at 32 Exchange Street for making shoes for chil- | 
dren from two to five years of age. Walter Dotter is 


its manager. There are rumors of other new plants, 


and the long range picture is filled with promise, par- 


ticularly with respect to children’s shoe manufacturing, 
in which Rochester was long pre-eminent. 


Because of an exceptional demand for footwear and | 


difficulties that retailers have in getting orders filled, 
their shelves have a smaller stock of shoes on them than 
perhaps at any other time in history. 


Of course, some shipments have been coming in, but | 
they are sold out quickly—before it is possible for a | 


surplus to accumulate, and so it is necessary to tell 


many customers—and potential customers—that they | 
cannot be supplied, which is precisely what other re- | 
tailers are doing to certain percentages of those who go | 


into their stores. 
_ Some shoe stores are closing for a week, enabling all 
to take their vacations at the same time. 
But as the vacation season approaches its peak, there 
is no lack of customers; only no definite reply to the 


_ often repeated query: “When will we get more shoes?” 





PIPPINS have become the first love of America's 
fastest slipper departments. And, the reason for this 
unheard-of popularity is indeed a simple one. Pippins, 
America's Cleverest Slipper and Outdoor Casual 
Set-up brings them the Right promotion at the Right 
time . . . styles that are selling in correct colors and 
combinations and in fashion-approved materials. Cur- 
rently in favor is this TRACERY design embroidered 
in multi-color combinations. Of course, it was a Pippins 
first and it features the famous Pippins construction, 
which insures flexibility for its plattorm. And Pippins’ 
arch wedge and softly cushioned heel seat makes it the 
very picture of comfort. For the stream-lined slipper 
selling you will find so necessary in the competitive 
seasons ahead, Pippins, the complete slipper and ouf- 
door casual set-up, becomes a “must.” Take a peek 
at Pippins picture before you make any further com- 
mitments. 
WRITE FOR DISPLAY MATERIAL. 

* Write for address of loco! representative. 
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in our economy take place they could 
operate their businesses without diffi- 
culty for a long time, since the large 
portion of their assets are in cash and 
bonds. Suppose that by June, 1948, 
economic conditions are as bad as in 
1933? I am quite sure that you might 
welcome the opportunity to operate 
your business as you have during the 
war years (even though you thought it 
difficult to do so) with smaller inven- 
tories and with your requirements 
shipped on a quota basis. 

Before this mythical dream of eco- 
nomic chaos starts truly to unveil it- 
self, all shoe retailers should definitely 
consider adopting as a new standard of 
merchandising, a four-time turnover 
(instead of the pre-war two-time turn- 
over). This will enable them to main- 
tain better working capital positions 
and fortify their financial and eco- 
nomic positions to combat the next ad- 
verse economic period which will occur 
in the next two to five years. 

If this new standard is not adopted 
and adhered to, it is obvious that the 
false idea of competition will again 
force retailers to return to the pre-war 
rut of a two-time turnover. 


Prepere Now for Future 


I am quite sure that those who will 
give the four-time yearly turnover a 
fair trial, as we start to approach a 
supposedly economic normal trend, 
even though some competitors revert 
back to the two-time turnover basis, 
eventually when the economic crisis 
does come, will consider themselves 
very fortunate and be thankful that 
they conserved as much of their pres- 
ent working capital as possible in cash 
and government bonds. 

The figures in the accompanying 
comparative table on page 57 present 
invested capital (excluding capital out- 
lays for fixed assets) and working 
capital differences for average monthly 
inventories carried, where a two, four 
or six-time yearly turnover is obtained. 
Also assume that the merchandise set 
up obtains a maintained mark up of 40 
per cent, with total yearly expenses 
only 30 per cent of sales. 

Comparing in the table, Cases 1, 2 
and 3, it is obvious, in case 2, when a 
four-time yearly turnover is obtained, 
that $7,500 less working capital is in- 
vested in inventory than in Case 1, that 
operation should not be so difficult if 
all retail shoe dealers would adopt as a 
standard the maintaining of a four- 
time yearly turnover and continue to 
plan their purchases on a month-to- 
month basis from manufacturers as 
they have been doing for the last three 
and one-half years. 


The following is a concrete example, 
72 





4-Time Turnover for Postwar Profit 


[CONTINUED FROM PAGE 57] 


using figures from the credit file of one 
of our customers, which should illus- 
trate to most dealers, now obtaining a 
four-time or better yearly turnover, 
that if they wisely choose to continue 
to operate on this standard, their op- 
erating difficulties are not as great as 
they would seem to be, considering the 
conservation of working capital to com- 
bat a sharp adverse economic trend. 
This customer’s figures showed sales 
for 1940—$29,000; inventory Dec. 31, 
1940—$11,472; a turnover of 1.7. To 
have maintained a two-time turnover, 
he obviously should have operated on 
an average monthly inventory of 
$8,700. He was overstocked $2,772. If 
he had been operating on a four-time 
turnover, he would have needed only an 
average monthly inventory of $4,700. 
However, with an actual inventory of 
$11,472 he had $6,772 more capital in- 
vested than necessary, comparing the 
actual inventory carried ($11,472) 
with only a 1.7 turnover, with an in- 
ventory of $4,700 to obtain a four-time 
turnover. In conjunction with the com- 
plaints and demand for more shoes at 
the present time, let us compare with 
the above this customer’s figures for 
1945. Sales 1945—$52,000; inventory 
Dec. 31, 1945—$6,900; turnover a little 
more than four times. To obtain an ex- 
act turnover of four times the average 
monthly inventory should be $7,800. 
Obviously then, his inventory is only 
$900 under the average monthly figure 
to obtain exactly a four-time turnover. 

Considering this, if he could buy at 
once enough shoes to support a sales 
volume of $52,000 (at the old yearly 
two-time turnover with an average 
monthly inventory of $15,000) is it 
possible, that he would be tempted to 
convert $7,500 to $8,000 of his inflation 
working capital profit to purchase ad- 
ditional shoes when his present figures 
show that he only needs to invest $900 
to operate on a four-time yearly turn- 
over basis? 


Keep Financially Healthy 


If all shoe retailers could purchase 
their requirements comparable to their 
present sales volumes to operate on a 
two-time turnover (as they operated 
in 1940) all of them would be in the 
same position as in 1940 and I believe 
they could expect a very acute decrease 
in the present demand, thereby making 
an overstocked condition for all, then 
what? 

Going back to the case of our cus- 
tomer—at present he should be think- 
ing in terms of his 1940 sales volume 
(a year of supposedly normal econ- 
omy) and consider himself lucky that 
his present inventory is at a low figure, 
since it is possible that a deflationary 









period could easily reduce his present 
sales volume of $52,000 to $29,000. How 
much wiser it is to play the game with 
an average monthly inventory of 
$7,500 to $7,800 and if a sharp de. 
crease or even an orderly decrease ip 
his monthly, quarterly or semi-yearly 
sales volume is encountered his chances 
to retrench would not be difficult. 

Also the differential of working capi- 
ital of an average monthly inventory 
carried where a sales volume drops 
from $52,000 to $29,000 (on a two-time 
turnover) is approximately $7,000—on 
a four-time turnover only $3,100. How- 
ever, if he is operating on a two-time 
turnover with a sales volume of $52, 
000 and an average monthly inventory 
of $15,000 and sales drop sharply to 
$29,000, should he desire to change to 
a four-time yearly turn-over the differ- 
ential would be $9,300 (working capi- 
tal, that is). 


Sales Volume May Decline 


I am quite sure that if a complete 
financial and operating analysis and 
survey would be made at the present 
time for all the allied industries from 
the raw material processor through 
the retailer in conjunction with a 
standard four-time yearly retail turn- 
over, it would show a complete indus- 
try working capital position enviable 
beyond comparison with that of any 
other industry and its allied associates. 

However, will the temptation be too 
great for shoe retailers to resist over- 
buying and over-stocking, investing in 
inferior merchandise and unheard of 
brands with no repeat sales value, be- 
low a four-time yearly turnover posi- 
tion, by forced competition and high 
pressure selling, thereby jeopardizing 
the future of their business and their 
livelihood when the next economic 
crisis comes? 

Consider definitely that your busi- 
ness is one of merchandising shoes. 
Therefore, do not invest working capi- 
tal in stocks or real estate, for many 
reasons. Compare the amount of cash 
and bonds you have on hand today 
with 1940 or 1941. 

Compare your inventory today with 
that of 1940 or 1941, with respective 
sales volumes. 

Which position would you rather be 
in—that of today or that of 1940 or 
1941? 

Continuing to operate with a low in- 
ventory with a four or better time 
turn-over will not only keep you finan- 
cially healthy but help to maintain 
your present economic position. 

WHAT WILL YOU DO? 
WHICH WAY WILL YOU 


OPERATE? 
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News and Views from Price Battlefront 


[CONTINUED FROM PAGE 62] 


“This price increase as developed by 
the Office of Price Administration does 
not, of course, take into account the 
increased cost of raw materials that 
have been charged to us since June 30, 
1946. 

“‘Nevertheless, we shall endeavor to 
maintain our prices as set forth above 
as long as we can, but as you will 
readily understand, future prices large- 
ly will be determined by Congressional 
action, presidential veto or signature 
and other elements outside of our con- 
trol.” 


Manufacturer Sees Chance 
To Raise Shoe Standards 


In a letter to Boor AND SHOE ReE- 
CORDER, a St. Louis shoe manufacturer 
writes: 

“Tf I were the editor of Boor AND 
SHogr Recorper, I believe that I would 
think a long time about the past two 
weeks in the shoe manufacturing busi- 
ness. 

“I believe I would be able to find 
through my thoughts that this whole 
increased price thing is possibly a 
blessing in disguise. 

“1. The larger the increases and 
more difficult things become, the quick- 
er we shali return to normal, whatever 
normal is. 

“2. It seems to me that we would 
have the exact same condition as ex- 
ists today when OPA was lifted, when 
ever that was, even a year from now. 
You know that prices would take a 
spurt and hold up as long as it could 
be tolerated. 

“3. A strike, either consumer, re- 
tailer or manufacturer would stop this 
thing. The manufacturer did not dare, 
because of the heat on him for shoes. 
The tanner did not dare because of 
the heat on him for leather. The other 
two parties—well we shall see. 

“I wonder if an editorial mind could 
out of this mess concoct a story about 
how shoes are priced out of line with 
all other wearing apparel, mens and 
womens. Compared to hats and shirts 
and ties—our prices are about 50% too 
low at retail. 

“The fellow who wears a $10.00 hat, 
will usually wear a $10.00 pair of 
shoes. The material in the hat costs 
less than the leather in the shoe. The 
labor in a hat is a small percentage of 
that in a shoe. The wear and tear on 





a hat is nil—it is worn a season. Shoes 
are worn a couple of years, get kicked 
around quite a bit. A hat is on your 
head 2 hours a day maximum—shoes 
12 to 15 hours. 

“If the price of shoes were higher— 
all over America and all kinds, we 
would get more labor, better labor, 
make better shoes. We could actually 
get the price down because better la- 
bor would find better manufacturing 
methods.” 


Expects Increased Supply 
Of Goat and Kid Leather 


New York — Allied Kid Company 
predicted an early increase in the sup- 
ply of goat and kid leather in a state- 
ment July 19. Miss Rhea Nichols, of 
Allied Kid, commented on the future 
outlook as follows: 

“In spite of all the current uncer- 
tainties arising from the status of re- 
cent legislation and world-wide price 
adjustments, there is substantial basis 
for the feeling of optimism in the shoe 
industry on volume prospects during 
the second half of 1946. During the 
first half of the year, shoe production 
set a new record, with output of wo- 
men’s shoes reaching an all-time high. 
The best-posted manufacturers and 
tanners now believe that heavy produc- 
tion can be continued and the flow of 
shoes to retail stores will be maintained 
to satisfy the unprecedented interest 
in footwear. 

“Within the next month or two, it 
is expected that larger imports of raw 
goat and kid skins will arrive in the 
country, making it possible for goat and 
kid tanners to deliver more leather in 
more grain and suede finishes. In the 
heavier leathers, a large increase in 
domestic slaughter will provide more 
hides and shoe leather. Manufacturers 
are displaying more interest in fabrics, 
but their desire to use gabardine and 
other textiles is tempered by the appre- 
hension that consumers have been and 
will continue to be insistent on leather 
shoes. 

“One of the factors looked for by the 
trade in providing a relatively better 
flow of supplies is the seasonal curtail- 
ment in casual and playshoe types. 
With less leather being consumed for 
casual shoes, relatively greater sup- 
plies should be available for manufac- 
ture of dress and tailored types of 
shoes.” 





Lease Street Floor in 
Ft. Wayne Building 


Fort Wayne, Inp.—The Melville 
Shoe Corp., operators of two Thom 
MeAn shoe stores here, has taken a 
long-time lease on the first floor of the 
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Fox Building, 1938 S. Calhoun Street. 

The store has been moved from 1026- 
28 S. Calhoun Street to the new quar- 
ters, and plans to remodel the first 
floor and store front are underway. 
Ward Moore is manager. The com- 
pany’s second store in Fort Wayne is 
at 115 E. Main Street. 








here not long ago and asked for the 
proprietor. William Komaroff steppeg 
forward and the woman unwrapped ¢ 
package containing two pairs of eve. 
ning slippers at least ten years old. 
She explained that she had purchased 
one pair from Mr. Komaroff and the 
other pair belonged to her daughter 
who had bought them at another store, 

The customer offered to trade both 
pairs for one pair that she could use 
for every-day wear. Mr. Komaroff ex- 
plained that he couldn’t use second- 
hand shoes; moreover, he no longer 
handled evening shoes. 

The lady was finally convinced ‘the 
“swap” wouldn’t be made, but she was 
still perplexed. “After all,” she said, 
“T only wore them once during the ten 
years I had them.” 


Special Clause for Hides 
In New Price Bill 


WASHINGTON — Prints of the latest 
price control bill written by the Houseand 
Senate Conference Committee disclosed 
that the conferees added a new section 
specifying that whenever the world 
price of a commodity essential to the 
economy of the nation is high enough 
above the OPA price to cause either a 
drop in imports of the commodity or 
curtailment of domestic trade in the 
zommodity, then the OPA shall prompt- 
ly remove the niaximum price. 

Senator Taft said the amendment 
was introduced by Representative 
Ralph A. Gamble on behalf of hides 
interests. In addition to hides, Sena- 
tor Taft said the provision probably 
affected wood pulp and linseed oil. 





Erecting Mail Order 
Plant in South 


GREENSBORO, N. C.—The new mail 
order plant now being erected by Sears, 
Roebuck and Company on a 48-acre 
tract here, is scheduled to be in full 
operation by February, Jackson F. 
Moore, vice-president in charge of the 
company’s southern territory, an- 
nounced in Atlanta. 

The Sears project was begun last 
December and involves an expenditure 
of approximately $3,000,000. The new 
plant will have a full-time staff of 
1,400 persons and is designed to serve 
the company’s mail order customers 
within a 200-mile radius of Greens- 
boro. This territory includes most of 
North Carolina, and portions of West 
Virginia, Virginia and South Carolina. 

Sears now operates 10 mail order 
plants in different parts of the coun- 
try. The erection of the Greensboro 
plant marks the first time that the 
company has built a new mail order 
plant since its Boston plant was opened 
in 1928. 
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A “Deal” Grows in Brooklyn : 
BROOKLYN, N. Y.—A woman walked _ 
into Komaroff’s, 609 Sutter Avenue, — 
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Once you get a pair of Foot Pals on a man he’s soon convinced that 
they are a grade above their price in style, fit, wear and all round 
quality. The day is coming again when repeat sales will be the 
lifeblood of your business, and the basis on which to build. Dealer 
records show that Foot Pals wearers are exceptionally good 







“repeaters” — the best possible reason why Foot Pals are truly “shoes 
worth selling”. The Wall Streeter Shoe Company, North Adams, Mass. 
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PROFITS ARE 


ON THE RISE 


"" GERDA'S 


ALL LEATHER 
CHILDREN'S 5 LIPPERS. store with red ceiling and white velour 


















No. 401 — ZIPPER 
BOOTEE. All Leather 


Flexible Hard Leather 
Soles, Regular Halt 
Sizes. Ceolers: Red, 
Blue, Brown. Sizes: 
5¥e - 8; BY - 12. 


GERD 


Here's a gala collection of ALL LEATHER 


SLIPPERS to send your child customer's spirits 
and your sales soaring! The rich variety of 
color appeals instantly to their young eyes. 
Their attractive all ieather construction makes 
immediate friends with parents; result: Greater 
Profits for Gerda dealers featuring these out- 
standing values. An early order will enable 
you to brighten up your Children's Depart- 
ment in ample time for the long fall slipper 
selling season ahead. 


Ne. 301—OPERA. All 
Leather Uppers, Flex- 
ible Hard Leather Soles, 
Fine Grain Leather, 
Regular Half Sizes. 
Celers: Brown, Red. 
Sizes: Infants’ 5 - 8; 
Children’s 8% - 12; 
Misses’ 12% - 3. 


$] 55 


TERMS: Net 10 days, F.0.B. New 


York. Minimum Order 18 prs. per | 


color — State Second Color Choice. 
AUGUST-SEPTEMBER DELIVERY 


Footwear COMPANY, INC. 


IMPORTERS * 
158 DUANE STREET, NEW YORK 13, N. Y. 


EXPORTERS 











Novelties "Round 
The Christmas Tree 
[CONTINUED FROM PAGE 53] 


counters. It may be “cute,” conserva- 
tive or glamorous—that, of course, de- 
pends upon your store—your shoe 
styles, your clientele. 

Gloves and hose make up a good part 
of those “extra” sales in any type of 
shoe store. They have really become 
staple selling items, and are favorite 
Christmas gifts. Hosiery will still be 
in the shortage category come this De- 
-cember, so it won’t make up as large a 
part of the Christmas gift volume as in 


% 


the past. But there are innumerable 
things to compensate, such as ‘illus- 
trated here. 

So, as you urge your customers to do 
their Christmas shopping early, do 
your Christmas planning early. Plan 
to make your store a veritable heaven 
for every Santa Claus, who will put 
your novelty merchandise ’round many 
a Christmas tree. 


Schiff Opening New 
Outlet in Oklahoma 


MuskoGEE, OKLA.—The Schiff Shoe 
Stores has begun installation of a new 
outlet here at 419 West Broadway. 








| fitting stools and tables. 


New Design Makes Store 
A Display Case for Shoes 


[CONTINUED FROM PAGE 55] 


ing to create seasonal atmosphere, For 
example, an amber colored ceiling with 
light green walls might be used for 
Spring, while Christmas would find the 


walls. 

One large, table-type, enclosed dis. 

| play case—called the “jewel box”—ijs 

| used to highlight matching accessory 
ensembles, a promotion feature of the 
new store. All other merchandise on 

| display is shown in attractive, movable 
cases. 

Furnishings are of contemporary 
design with grey carpet floors comple 
menting the bleached birch of chairs, 

Chairs are 
covered with a chartreuse material— 
fitting stools with a chocolate brown, 

The air throughout the salon is con- 
trolled for heat, humidity and circula- 
tion. New type heat convectors in- 
stalled in the floors will defrost the 
mammoth glass walls and also keep a 
comfortable temperature for customers 
seated close to the glass even in ex- 
treme winter weather. 

Concealed behind the drapery walls, 
stock-keeping, wrapping, cash and of- 
fice facilities are large and efficient to 
speed up customer service. Stockrooms 
are on two floors with dumbwaiter and 
elevator service to provide efficient 
handling of active stock. 

For added customer shopping plea- 
sure, a series of radio speakers coh- 
cealed throughout the room play music 
softly throughout business hours. 

The Florsheim shoe salon for women 
was first established at 501 Fifth Ave- 
nue in 1930. In 1938 the salon was 


| moved to 477 Fifth Avenue. The latest 


move, to the corner of Fifth Avenue 
and 48rd Street, represents the first 
post-war construction by the Florsheim 
Company, at a cost exceeding $100,000. 

Sam Sternberg, who has been with 
the Florsheim Company for 13 years 
and managed the earlier outlets, con- 
tinues as manager-buyer. 





| New Jarman Outlet 
In Pittsburgh 


PrrTsBuRGH, Pa.— Frederick Shoes, 
Incorporated, has opened a Jarman out- 
let at 415 Smithfield Street, in Pitts- 
burgh. The new store is managed by 
corporation president Joseph Bach- 
mann, formerly with W. J. Crowley 
Company and Portage shoes for men. 
Fred Schmitz, secretary of the corpora- 
tion, is Mr. Bachmann’s assistant. 

The store is completely modern and 
unusually attractive with walls paper- 
ed to resemble the wood of the silver 
birch, and accented by a large early 
American mural in muted yellows and 
greys. The shop will handle Jarman 
shoes exclusively, with a large ac- 
cessory line. 
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PLATFORM 
UPPER CEMENTING COVER CEMENTING 


BE BOND, solvent type. synthetic rubber 
cem pne objective in mind — to meet the 
requirerigs ficient general shoemaking cements. 
There is a & 3 for every type of shoe. 


The performance ¢ 
research with the be: 
by thorough testing and ref 
cement is included in the lir 
ard of performance is assured h 
attention fo variable shoe indusiry o 


In the BE BE BOND line a limited f 
cements are now available. Your United 
glad to assist you in determining the most adva@ 
your allocation of crude rubber. 


TOM .CEMENTIN E CEMENTING PLATFORM CEMENTING 


Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed hy UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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FECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





usion About 


Shoe Prices Continues 





er Prices Up 20 to 30 Per Cent, Retail Shoe Prices Up 15 to 
20 Per Cent, Following Uncertainty About OPA Future 


__ New York—Confusion in the price 
ture has continued unabated since 
trols lapsed June 30. A full month 
gone by without price controls. 

ring the first twenty days of the 


sonth the Bureau of Labor Statistics 
sported over a 25 per cent rise in the 


pau’s index of 28 basic commodities. 
ny of these increases will be can- 


yeelled or modified if the latest price 


trol measure becomes a law, as 
ms indicated at this writing. 


’ Declarations to hold the price line 


a 


aT ee aah y 


the contrary, footwear prices are 
dy up 15 to 20 per cent. Firms 
Which have thus far managed to ab- 
n from increases have done so with 
ficulty and with the realization that 
y can’t hold out indefinitely. The 
ustry is functioning on a replace- 
nt basis. Shoe prices are inextricably 
und to leather prices and leather has 
sed. There have been numerous 
ports of tanners asking 20 to 30 per 
nt over June 30 prices. A St. Louis 
her was quoted as offering upper 
ther at a 33 per cent advance. An- 


. 


her offered sales subject to later price 


termination. Some tanners are charg- 
advances on unshipped balances 
n though orders were against skins 


m hand at the tannery. According to 


National Shoe Manufacturers’ As- 
tiation, a rough calculation of the 
of the hide market on shoe prices 

wld be a 10 per cent increase on 
wholesale cost of shoes for each 
cent, per pound increase in hides. 

| Retail shoe prices have increased 


n New York in many cases. A gen- 


evaluation would be a 50 cent in- 
on shoes up to $5.00; 50 cents 

© $1.00 increase on shoes priced from 
00 te $10.00; and $1.00 to $2.00 in- 
on shoes priced over $10.00. 

ers themselves hold a wide diver- 


gence of views. Some believe prices 


ld go completely uncontrolled, up 
$83, or $4 per pair, letting the pub- 
decide where prices will be pegged. 

believe controls should be re- 
blished, although most of this group 
» footwear should be exempt from 
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controls. A very smal! minority prefer 
the return of OPA as it was prior to 
July 1, believing it safer and still per- 
mitting a volume business with a sat- 
isfactory markup for all concerned. 

Regardless of individual feelings, re- 
tailers as a group wish price increases 
had been held in abeyance until the 
future of OPA had been clarified. They 
feel this could have been done with the 
concerted effort of all involved. Real- 
izing the necessity on the part of manu- 
facturers to up prices, dealers never- 
theless believe that the position of the 
industry would have been enhanced in 
the opinion of the public had the price 
line been held until the future of OPA 
had been definitely decided. They feel 
increases of $1.50 to $2.00 are in- 
evitable, if not already established. 
Should controls again become effective 
and these increases cancelled the shoe 
industry is faced with the loss of good 
will in the eyes of the public; retailers 
believe. 

Talk of a buyers’ strike has been 
heard throughout the country. In many 
instances, consumer groups have resist- 
ed price increases. Although there have 
been no reports of a collective refusal 
to pay increased footwear prices, a 
number of stores have reported sales 
slumps in the past two weeks. Buying 
fell off in Pittsburgh, Pa., and a slack- 
ening of sales was reported in San An- 
tonio and other Texas cities. 


Business Conference 
Scheduled for Boston 


Boston, Mass. — Plans are being 
completed for the eighteenth Boston 
Conference on Distribution to be held 
at Hotel Statler, October 14 and 15, ac- 
cording to announcement by Daniel 
Bloomfieid, director of the conference. 

A number of distinguished speakers 
are preparing addresses for this na- 
tional forum which is expected to bring 
to it top business executives from all 
parts of the United States and Canada, 
as well as frém Europe. 


Associated Shoe Merchants 
Elect Officers 


New YorK—At a recent meeting of 
the Associated Shoe Merchants, held 
at offices in the Marbridge building, 
the following officers were elected: 


LOUIS ROSENFELD 


Louis Rosenfeld of New Haven, Conn., 
president; Milton Greenspan of the 
Star Store, Union City, N. J., vice- 
president; Harold Blumenthal of the 
Samuel Cohen Shoe Stores, Hempstead 
and Freeport, L. IL, secretary; Max 
Bodner of Stenchever’s Shoe Stores, 
Patterson, Passaic, and Hackensack, 
N. J., treasurer; and Max Stein of 
Newark, N. J., executive director. 

The Associated Shoe Merchants was 
founded eleven years ago and consists 
of asgroup of independent shoe mer- 
chants operating a number of retail 
stores in the metropolitan and New 
England areas. 

The aims of the organization include 
close cooperation in buying and mer- 
chandising, and the exchange of plan- 
ning, promotional, sales and advertis- 
ing ideas for mutual advantage. 


Take New Offices 


New Yorx—Bally, Inc., have taken 
new offices at 444 Madison Avenue. 
The move was completed in late June. 
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WITH “UMPECO 


roerss BUCKLE 


Through 
@ PERFECT BALANCE 
@ GREATER STRENGTH 


“MAKE GOOD SHOES BETTER" 


@ TROUBLE-FREE OPERATION 
@ GRACEFUL EYE APPEAL 
@ FINE DURABLE FINISHES 


ALL 
S __aRAss 





To insure complete user satisfaction specify ‘‘Umpeco Buckles"* 





MARK CURATOLO, Prep. 
60 LISPENARD ST. 





Unique Metal Products & Engineering Co. 


NEW YORK 13, N. Y. 











HANDY PRICE STICKERS for 


100 to a perforated sheet; width 

to fit your typewriter 
Book of 1452 300 
markers will 


mark 726 pairs. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 $. State St., Chicago, Ill. 





SHOES and CARTONS 

















STOCK NO, 12 sheets 
gummed and per- 
raion forated to a book. 
CEILING 
1452 
$4.50 Price Markers 
OUR PRICE 
$4.50 2 books: $3.50 
Check, M.O., or C.0.D, 
Actual size 











April Production All-Time Monthly High 
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WASHINGTON, D. C. — The steady 
climb in footwear production since the 
beginning of 1946 reached an all-time 
monthly high with the production of 
49,086,898 pairs in April, according to 
figures released by the Department of 
Commerce, Bureau of the Census. 

January production was 41.2 million 
pairs followed by a 5.9 per cent in- 
crease in February with 43.7 million 
pairs. The upward trend continued in 
March with the production of 47,954,- 
737 pairs, to be surpassed by 2.4 per 
cent by the record high April figure 
which is also 18.2 per cent higher than 
April, 1945. The upward trend was 
evident in all types of civilian shoes 
with the exception of those for babies. 

A total of 11,446,224 pairs of men’s 
shoes were made in April, 3.8 per cent 
over the March figure. Youth’s, and 
boys’ shoes reached 2,085,462 pairs, 3.4 
per cent over March. The two cate- 
gories taken together represent an in- 
crease of 78.6 per cent over the same 
two categories for April, 1945. 

Production of women’s shoes was 25,- 
435,613 pairs in April, 2.4 per cent 
higher than March. Misses’ footwear 


production was 2,997,100 pairs, an in- 
crease of 3.0 per cent over last month. 
Children’s shoe production was 3,069,- 
452 pairs, an increase of 0.6 per cent. 
The three groups combined represent 
an increase of 22.7 per cent over foot- 
wear of the same categories produced 
in April of last year. 

A total of 2,495,757 pairs of infants’ 
shoes were made in April, 4.8 per cent 
over the March figure and 14.1 per cent 
over April, 1945. 

Production of babies’ footwear was 
1,283,896, a loss of 2.0 per cent from 
the previous month although 13.1 per 
cent higher than the same~ month last 
year. 

Government footwear, including mili- 
tary and non-military production, total- 
ed 273,394 pairs. The figure is a drop 
of 36.0 per cent from March and 95.5 
per cent from April, 1945. 

Preliminary figures for May indicate 
shoe and slipper production totaling 
49.3 million pairs and a revised figure 
of 49.4 million pairs for April. A break- 
down of these figures will be published 
by the Department of Commerce at a 
later date. 





Store’s Sales Up 78 Per Cent 


TAMPA, Fia.—According to W. W. 
Minton, manager of Chandler’s Boot 
Shop, 701 Franklin St., net sales for 
the month of April showed an increase 


of 78.30 per cent over last year. For 
the first four months of the year sales 
showed an increase of 24.24 per cent 
over the corresponding period of a year 
ago. The shop is operated by Edison 
Brothers Stores, Inc., of St. Louis, Mo. 


New York City Bans 
X-Ray Machines 


New York, N. Y.—The ban on the 
use of X-Ray machines in New York 
City shoe stores and shoe departments, 
imposed by Health Commissioner Israel 
Weinstein on July 17, had not yet been 
lifted at this writing, and it remains 
to be seen whether the approximately 
500 stores in this city which have such 
machines can present their case strong- 
ly enough to bring about a reversal of 
the ruling. 

Commissioner Weinstein, though ad- 
mitting that the danger involved in the 
use of these machines is “very slight,” 
claims, however, that such danger “is 
very definitely present.” Shoe retailers 
point to their use over a period of ap- 
proximately thirty years without rec- 
ord of any injury either to customer 
or to the salespeople who have oper- 
ated them. 

The city Sanitary Code, however, 
provides that the machines may be 
used only when regular laboratories 
are set up in the store and then only 
provided a licensed operator is present, 
when the machine is being used. Com- 
missioner Weinstein is reported to have 
said that he acted only after consulta- 
tion with two X-Ray societies in New 
York City; and Arthur Steinberg, at- 
torney for the Shoe Retailers’ League 
is quoted as having said he had writ 
ten to the city Health Department for 
copies of the reports received by the 


commissioner from these two societies. 





Partners Open Second 
Pittsburgh Store 


PrrrspurGH, Pa.—Harry F. Rohrer 
and R. J. Ramaciotti, owners of the 
Portage shoes for men store, have opea- 
ed Massagic shoes for men in the 
Jenkins Arcade. William L. Dunston 
is manager, continuing his record of 
nineteen years as manager of shoe 
stores in this same site. 

Veterans were given preference in 
choosing sales personnel. Mark Rohrer 
is Mr. Dunston’s assistant. Edward 
Manko is the other member of the staff. 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 64] 


The market has completely changed since the interna- 
tion allocation of hides was discontinued at the end of 
June. Since that time the highest bidder has been the one 
who has acquired the most leathers, and as every country 
in the world is short on this necessity, shoe men anticipate 
a mad scramble for hides from this point on. While it is 
true that the United States is today the wealthiest country 
and it is to be expected that America may get the greatest 
quantity of leather, this also means that in order to get it, 
we will pay top prices. Thus the net result will be a 
marked increase in prices of all items in whose manufac- 
ture leather is used. 

Although some manufacturers in other areas have already 
increased their prices to the dealers, manufacturers here 
have been reluctant to do so. However, no shoe house has 
any kind of back-log of materials to carry on very long at 
the old price levels. Manufacturers, like the retailers, say 
they will ask no increased prices on materials already on 
hand. But since all inventories, both those of the manu- 
facturer and those of the retailer, are extremely reduced, 
the “status quo” of present prices cannot long endure. 





A Battle Map for Sales Action 


SANTA ANA, CALIF.—At left is.E. W. Elffore, promotion 
manager of Burns Cuboid Company, who listens as James 
H. Sewell, president, points out advantages of first king 
size Produc-Trol sales board to reach the Pacific Coast. 
This board, by use of numbered drawstring and colored 
pegs, tells at a glance the sales story of 100 of the com- 
pany's departments throughout the nation. It keeps execu- 
tives posted on total sales to date against total sales last 
yeor; current week's sales for each department, against 
the same sales last year; and monthly totals against previ- 
ous volumes. The boord became a necessity when sales 
figures skyrocketed, increasing more thar 2,000 per cent 
since 1939. Messrs. Elmore and Sewell point out that a 
liberal advertising poiicy has helped achieve this record 
and that now is no time for retrenchment. 
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6564-Black “Stretchie“ 
Suedette * multicolored 
jewelheads on vamp 
and platform. 
6565-Some in Brown 
“’Stretchie” Arrabuk 






















6562-Black “Stretchie” 

Suedette » multicolored 

jewelheads on vamp 
and platform. 


6563-Same in Brown 
Suedette “’Stretchie” 














6560-Black “Stretchie“ 

Suedette + multicolored 

jewelheads on vamp 
and platform. 


6561-Same in Brown 
“Stretchie’ Arrobuk 
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ANOTHER "'MUST''... 


GERDA'S 


MEN'S ALL LEATHER SLIPPERS 
TO MAKE YOUR PROFITS SOAR 


No. 311 — MEN'S ALL 
LEATHER OPERA 
Brown (Red and Blue avail. 
able in Sept.). Leather 

Seles. Sizes: 6 - ti. 


$2.95 


y other suggestions of 
SMART" - TIMEL . EXCITING 
" PROMOT ION be] 
for store interiors and windows. 
Graphically illustrated in our new 


ca 
e 150 BEAUTIFUL DESIGNS e 
e 75 “HOW. TO USE” SUGGESTIONS 








WRITE FOR 
No. 310 — MEN'S ALL 
ee YOUR COPY ne — ames, 

TODAY Brown (Red and Biue avail- 
able in Sept.). Leather 
Seles, Leather Heel Seat. 
Sizes: 6 - 1. 

$2.75 


‘Archaism Column” Comura 
(Commercial Mural) No. G-522. Size: 15"x90"...18 
nes oil colors...silk screen processed...Only $4.75. 


Just one in aseries of fine 


Illustrated is the * 


in this Classic theme 
tic treatments of high-styled 


W. L. STENSGAARD 
AND ASSOCIATES, INC. 
353 N. Justine Street, Chicage 7, 


urasand Sculptured 
table to many drama- 
ashion presentation. 


: ie 





GERDA 


TERMS: Net 10 days F. O. 8. New 
York. Minimum Order 18 pairs. 


AUGUST — SEPTEMBER DELIVERY 


Footwear 
COMPANY, INC. 


IMPORTERS © EXPORTERS 
158 DUANE ST.. NEW YORK 13, N. Y. 








BALTIMORE, MD.—Down one flight, a gray carpeted 
curved stairway with vertical tan bers (above left), leads 


The floor is covered from wall to wall with a high-nap 
grey carpet. The long accessory counter and, back of Ht, 


the way fo Hess's tastefully arranged, new Thrifty Circle 
department with its moderately priced line of footwear 
from $5.95 to $8.95. 

The spacious department is circular, decorated in light 
tan walls with curved divans upholstered in soft, lettuce- 
green leather. Added are ladividual wall niches containing 


the service and wrapping desk (above right} complete the 
pictere. 

Indirect lighting comes out of a groove that ruas around 
the room. The ceiling, curved down into the wall, creates 
the illusion of height. Customer's report the new depart- 
ment a restful place in which to shop as well as a practical 


lily pond motifs to point ap significant shoes. 





Two Michigan Groups Elect 
Shoe Man of the Year 


Detrorr, MicH.—Selection of a shoe- 
man of the year has been made by the 
combined vote of the Detroit and the 


Michigan Retail Shoe Dealers Assn. 

Clyde K. Taylor of the Stuart J. 
Rackham store was selected as the first 
man for this honor. A formal celebra- 
tion of the selection will be held in the 
Fall with a special testimonial gather- 


ing to pay tribute to the first winner. 

Mr. Taylor, who will celebrate his 
sixtieth birthday this Fall, has been ac- 
tive in trade association work since 
1912, and has held top offices in both 
city and state associations. 
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Former Traveler Applies Road 
Experience to New Store 


Detroit, MicH.—A modern, new shoe 
store has been opened by Paul Colbert, 
former traveler, under the name of C 
and D Shoe Stores at 13215 West Mc- 
Nichols Road. 

Located in a fast-growing residential 
district in the northwestern section of 
the city, the store is in a new shopping 
center which attracts trade from four 
directions by main highways. 

The exterior is of macotta, mottled 
tan at the base and cream above. Two 
small glass-brick windows above the 
storefront proper give a decorative 
effect to the one-story front. The in- 
terior has a wide central vestibule, with 
windows slightly converging toward 
the door. A special four-shoe display 
fixture is placed in the center, demand- 
ing attention from passersby, while the 
angling of the windows provides maxi- 
mum daylight. 

The interior tone is set by dark red 
carpeting, an open stock arrangement 
with cream colored woodwork, and 
upper walls finished in a coral tone. 
Ceiling is of light grey blocks with 
three center suspension daylight fluor- 
escent fixtures. 

The store carries a complete family 
line, with prices ranging from $4.95, 
$5.95, and $6.95 on standard lines. 

Mr. Colbert keeps a detailed record 
of every sale, posting from the sales 
clip to two records: a customer card 
that shows age, type of shoe, and other 
pertinent data, and a perpetual inven- 
tory record. The latter also serves as 
a history card record to form a basis 
for future ordering. 

He has worked out a hosiery club 
plan, to become effective when hosiery 
conditions approach normal again. 
Also, a special appeal is being made to 
youngsters. A club—with 5,000 mem- 
bers enrolled in the three months since 
the store was opened—awards points 
on the basis of one for each dollar of 
purchases. An award of, for example, 
a football for 25 points is given, on 
the basis of the record. 

Details of birth dates of each young 
customer are carefully preserved, and 
on that day, the boy or girl will receive 
a ball, a toy, a doll, or some other re- 
membrance from the C and D Store. 

In addition, every purchase is made 
memorable to the child by a double 
premium—a lollipop, given right in the 
store, and a card to be taken to the 
corner drug store, where it is ex- 
changed for an ice cream cone. 

Mr. Colbert is applying the phi- 
losophy he learned in years as a tra- 
veler. “Retail selling is like’ selling 
on the road. If you're nice tc people, 
they'll come back to you.” He has set 
as the slogan of the store, “A perfect 
fit or no sale.” 

Mr. Colbert was a Michigan traveler 
for Joelene Shoes for three years, and 
before that was with the Central Shoe 
Company, subsidiary of the Brown 


Shoe Company, covering the same ter- 


ritory for many years. 
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Associated with him on the C and D 
staff are: Mrs. Loraine (Paul) Colbert, 
handbag and hosiery department; Wes- 
ley Thull and John Burns, salesmen, 
and June Mayer, bookkeeper. 


Oppenheim Collins to Open 
New Shoe Departments 


New Yorxk—Oppenheim Collins will 
open new shoe departments for toddlers 
to teen agers in their various stores, it 





was announced recently. These depart- 
ments will cater exclusively to infants, 
children, and growing girls and will be 
personalized divisions, giving the 
youngsters carefully supervised fitting. 

Complete records will be kept of each 
child’s size and special requirements to 
insure accurate fitting. 

John H. Downey will be buyer and 
William Vanderporten will be super- 
visor of these departments, expected to 
be in operation in the near future. 
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318 East 32nd Street ...New York 16, New York 


"Shoe Store Unique with Colonial Front 


TAUNTON, MASS.—An application of New England Colonial architecture to a 


shee store brought forth this very pleasant aad attractive looking store front. 
One of the John Bright Shoe Stores, the establishment features medium to better 
grade shoes for family trade. Kenneth H. Hodges is the proprietor. 
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Attendance Off at 
Detroit July Show 


Detroit, MicH.—Attendance at the 
July Shoe Show sponsored by the 
Michigan Shoe Travelers’ Club at the 
Hotel Statler was somewhat down from 
normal as a direct result of the gen- 
eral scarcity of shoe stocks. Manu- 
facturers’ representatives were not 
present in their usual numbers, be- 
cause of the supply situation, and it 
was primarily a jobbers’ show this 
time. However, it is believed both 
groups will be well represented in the 
next show, to be held August 4-5-6. 

Demand continued heavy but buying 
was less because of the scarcity of sup- 
plies. There was much apparent over- 
buying reported with individual mer- 
chants who would normally take five 
cases going in for 15 case orders. In 
part, this is a reaction to the need for 
restocking empty shelves, but it also 
appears to be partly panic buying by 
retailers, who are taking all they can 
get of any lines available, fearing they 
will otherwise be out of merchandise 
This, of course, makes it more difficult 
to spread available merchandise equita- 
bly among the retailers who are all 
anxious to buy. 

Demand was heaviest for black calf 
and black patent, both of which proved 
very short: on supply, and for black 
gabardines. Retailers have been stress- 
ing the demand for .leather. 
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This Handy 
STOCK RECORD BOOK 
—and forms — 


for keeping an accurate 
tory “picture” of each width and size of each 
stock or style number consists of: 


and inven- 








accompanies 


Black Cloth binder—11%%” x 1334” $2.50 
100 Daily Sales and Stock —— (Form #100) 
and 1 Comparison Form #105............ 3.00 
2 Inventory Pads (100 sheets) #106 (5 pads 
SG) & ek he Se a Pa an cs CS 0.50 
2 Buying Order Pads (50 sheets) #107 . 0.50 
(or 4 of each, as preferred) onus» 
$6.50 
(Sample sheets with guide for use sent on request) 
e 
Sales Record Slips: Form D 
Per Pad (100 Slips) (100 pads $20.00) $0.25 
Refund Record Slips: Form E 
Per Pad (100 Slips) . $0.30 
Customer Record Cards: — F 
100 (Size 5” x 3”) (500-650) $1.50 
ae 
Shoe Carton Tickets and Clips: me H 
1%"x3%", 1000 _....... . $2.50 
5000 eevee 
PROFIT CHARTS — (Celluloid Hi y~7 Be ae p~ an 
accurate method of figuring s 


(Prices listed are F.0.B. Chicago) 


Check with order, please, 
preferred. Add 10% of value to cover shipment if check 


Orders filled for any forms preferred. 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Til. 


unless C.0O.D. Shipment is 


x «re 




















Shoe Shortage in Canada 
Despite High Production 
ToRONTO, ONT.—Shoes are still short 
in Canada despite the all-time high 
production record which the industry 


has been setting. At the present time 
the most wanted lines are children’s 


“white” footwear, children’s patent 
straps, men’s white shoes, women’s 
whites, brown, suede, and patent. 

The outlook for Fall in women’s 
shoes indicates that the demand for 
patent, black suede and calf will prob- 
ably be greater than the supply. Brown 
is taking a secondary place with many 
women. This may be ascribed to the 
fact that during the war years the 

was to play brown fairly 
strongly, and now consumer reaction 
' has set in. 
Another factor influencing the great- 
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er demand for black is the widespread 
sale of plastic patent bags which na- 
turally would not look very appropriate 
with brown footwear. 





Veteran to Be Assistant 
Manager of New Store 


JuncTION Crry, Kan.— Alfred A. 
Chill, who has beeen assistant manager 
of the Townsend Store at Newton, 
Kan., for the past year, arrived re- 
cently in Junction City where he will 
be assistant manager of the Townsend 
Store, according to Boyd Hampton, 
manager. Mr. Chill will have charge 
of new footwear and men’s and boy’s 
departments of the new Townsend 
Store which is to be opened about July 
20 at 722 North Washington Street. 

Mr. Chill has previously been affili- 
ated with the J. C. Penny Company at 


Marion, Kan., for five years, and also 
in the Penny store at Manhattan, Kan. 

He served overseas for three years 
with the U. S. Seventh Army, 44th In- 
fantry Division. He was awarded the 
Purple Heart with Oak Leaf Clusters, 
and the E.T.O. Ribbon with three 
battle stars. 


Shoe Store Files 
For Incorporation 

Muncie, Inp.—The retail shoe firm 
of J. C. Youngs, Inc., 111 South Wal- 
nut Street, has filed articles of incor- 
poration at Indianapolis. James C. 
Youngs is the resident agent. Capital 
stock consists of 1000 shares with no 
par value. The incorporators are 
James C. Youngs, Frederick H. Myers. 
and Walter J. Weddle. 
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Detroit Group Opposes 
Return of Controls 


Detroit, MicH.—<Action to secure a 
favorable price control system for the 
shoe industry was taken last month by 
the Detroit Retail Shoe Dealers’ Asso- 
ciation, after discussion of the entire 
OPA situation at a luncheon meeting 
at Cliff Bell’s Cafe. The association 
voted: 

1. To support any move to prevent 
the revival of OPA, upon the general 
ground that the situation had developed 
to the point where the desirability of 


SLIPPER CORP. 


NEW YORK 1. N. % 


continued controls no longer applied, 
once they had been fully removed. 

2. If OPA were to be revived, to op- 
pose the Barkley amendment, and sup- 
port the Wherry amendment, on the 
ground that the Barkley version would 
continue to require that retailers would 
absorb the 4% per cent price granted 
manufacturers some months ago. 

Wires sustaining this position were 
sent on behalf of the Association to 
Senators Vandenberg and Homer Fer- 
guson and other congressional leaders, 
over the signature of William H. 
Adams, president of R. H. Fyfe and 
Company. 


New Head of 
Reliable Company 


PAUL M. SEIGEL 


FRESNO, CALIF.—Formerly merchas- 
dise manager of the women's division 
of O'Connor & Goldberg, Paul M. Seige! 
has resigned that position to become 
president of the Reliable Company here. 
Associated with O'Connor & Goldberg 
since 1918, Mr. Seigel assumed styling 
and merchandising duties in 1936 on Mr. 
Goldberg's passing. 

The Reliable Company is a large re- 
tall organization operating shoe stores 
and leased departments in many Calli- 
fornia cities. 


Preview School Fashions 


New YorkK—Back-to-school fashions 
were previewed for the trade and press 
in a color movie presented by Calling 
All Girls magazine at the Hotel New 
Yorker, here, recently. The purpose of 
the showing was to build bigger back- 
to-school business in teen departments 
throughout the country. 

Building around the theme of “con- 
verting a G. G. G. (Grim, Gruesome 
Grind) to a B. T. O. (Big Time Oper- 
ator), the movie featured as models 
twenty-two teen-agers who had won 
Calling Ali: Girls movie contests con- 
ducted in official headquarters stores 
throughout the country. Leading parts 
were played by Conover Cover Teens. 
Outdoor sequences were taken at 
Mamaroneck High School, Mamaro- 
neck, N. Y., with thirty selected stu- 
dents participating. 

Outstanding teen fashion trends 
highlighted were: jacquard and tuck-in 
sweaters; wide belts; colorful rain- 
wear; soft suits; co-ed fashions; Scotch 
plaids and Scotch stripes. Featured as 
important accessories were bootie-style 
shoes and fur-trimmed shoes, as well 
as saddle oxfords, with transparent 
saddles. 

Nancy Pepper, fashion editor of 
Calling All Girls, appeared as com- 
mentator. Cocktails were served to 
those attending. 
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é a Review of the 
Retail Trade 


[CONTINUED FROM PAGE 70] 


are selling steadily. Color choices 
among local men still remain black 
and white or tan and white. 
* * * 
DENVER SHOE MEN 
HOLD PRICE LINE 


Au Denver shoe dealers are holding 
the line on shoe prices. “When the 
manufacturer raises his prices, if he 
does, I’ll raise mine,” was the senti- 
ment of most of the retailers. 

“T’m making less than I should,” re 
ported one shoe man. “Good help 
costs more, and because I can’t get all 
the shoes I can sell, my personal in- 
come suffers. If the makers could 
only supply me with enough shoes, 
prices conld stay right where they are 
or they could even drop, and I could 
still make money. But I’m not raising 
prices until the manufacturer raises 
them on me.” 

“My prices are staying right where 
they were before the OPA went out,” 
another one said. “But we even went 
one better. We have cut the prices of 
many of our shoes.” And his display 
windows backed up the statement. 
Price cuts of as much as 50 per cent 
were advertised on women’s sport 
shoes. Children’s shoes carried price 
tags indicating cuts of 25 per cent and 
more. 

All stores visited reported stocks 
lew. One store reported a very good 
supply of women’s shoes, but a very 
poor stock of men’s shoes. Demand 
for shoes is still high. There was not 
a store that could not have sold scores 
of pairs of men’s shoes in the past 
month if they had only had those shoes 
in stock. 

Some stores reported a rush for 
shoes before the OPA’s demise, while 
others said that there seemed to be a 
falling off in business during the days 
immediately preceding the lifting of 
price controls. 

In spite of a brightening picture in 
some lines of business, the shoe men 
are still contemplating the future a bit 
gloomily. Most of them are not very 
hopeful regarding an early end of 
shortages in shoes of most kinds. “We 
hope it won’t be long before practi- 
cally everybody who comes in here 
seriously desirous of getting shoes will 
go out with just the shoes they want,” 
one shoe dealer sighed rather wist- 
fuliy. 

And so it goes. Most dealers feel 
that the situation has reached its low 
point. They now hope the rise will be 
accelerated in some way. 
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please send check with order. ue 
ORDER —Approximately 30 days. 
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This 12-in, General Utility Boot is a rugged, Blacher- 
style, built to serve the Hunter, Fisherman, Farmer or 
Outdoor man. The upper is best quality fullgrain (5% 
ounce) Waterproof leather. This boot is as completely 
waterproof as a boot of this kind can be made—all 
seams and stitching checked. Plain toe of welt stitch- 
down construction with standard screw bettem rein- 
forcement. Full length double leather (% in.) sole. Full 
leather heel. Rawhide laces. Oiled for flexibility. Warm! 
Comfortable with removable felt insole for cold 
weather. Mig. by Fiersheim Shoe Ce., and others. 
It’s a “Bargain and a Boot” to match at our Low Price. 
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Men's Steel Toe Safety Shoes 





Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massechusetts 
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BLACK SUEDE 
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19-21-23 Se. Wells St., Chicago 6, il. 











Second Plastics Exhibition 
Scheduled for 1947 


CuicaGo—The second National Plas- 
ties Exposition will be held May 5 to 
11, 1947, at the Coliseum here, it has 
been announced by the Society of Plas- 
tics Industry. Conference headquarters 
for the exposition, which is also the 
industry’s annual convention, will be 
at the Stevens Hotel. 

The Chicago exposition is expected 
to surpass this year’s New York exhi- 
bition which attracted 87,000 persons 
to the displays at Grand Central Pal- 
ace. 


Enlarge Model 
Southern Store 


ATLANTA, Ga.—If doubling the sell- 
ing space means doubling the vol- 
ume, Thompson-Boland and Lee will do 
a $5 million business next year. 

The $2% million volume done in 
1945 was accomplished in 8500 ft. of 
space on three floors. That space has 
been doubled by the addition of ‘an an- 
nex which extends straight back from 
the street. The continuity of the 
store’s modern design has been main- 
tained with good taste being the key- 
note. An unusual touch is found in the 
second floor children’s department 
which offers a fisherman’s proof that 
all the big ones don’t get away. Mr. 
Thompson takes his fishing seriously 
and mounts the big ones on the walls 
of the department. 


The front of the Thompson-Boland and 
Lee shoe store, Aflanta, Ga., which did 
ever $2 million business in 1945. Estab- 
lished six years ago the store's space 
has been doubled with construction of 
@n annex. 


The highly successful southern store 
was established prior to the war. A na- 
tive of Georgia, Mr. Thomspon encoun- 
tered the shoe business in his first job. 
He served an apprenticeship in the 
smaller towns and came to Atlanta 36 
years ago, first serving in # small store 
and later going to Rich’s Department 
Store where he remained for many 
years. 

Mr. Thompson decided to go into 
business for himself. Recognizing the 
need for a quality store in Atlanta and 
desiring to do a large volume, he chose 
@ location in the heart of the theatrical 
section, surrounded by some of Atlan- 
ta’s finest specialty shops and depart- 
ment stores. He opened the store with 
56 of his former employees. Today, 167 
people are on the payroll. Customers 
can buy a child’s shoe from $2.95 or a 
woman’s hand-made alligator to $49.95. 

Mr. Thompson’s two sons are with 
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MEN'S ROMEO 


All Leather Upper. Full Leather Lined, 
Lockstitch 


Con- 
Leather 
$3.25 


Net 10 days 
F.0.8. N. Y. 


Sizes 6-1! 
24 pr. min. 


Colors Black 
or Brown 


Selburn Shoe Co., Inc. 


153 Duane Street, New York 13, N. Y. 
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CELLULOID — iter wee. | childrews — flesh 
Setters” varied heel heights and sizeo—i mmediate 
Alse PLASTIC (Lucite) DISPLAY SHOE STANDS, 
men’s or women's—attractive. 

Write for samples or detaiis 


LYONS & COMPANY 
120 Duane St., New York 7, WN. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 

















the firm, Oscar Thompson, Jr., gradu- 
ally taking over the reins of the busi- 
ness. Mrs. Boland is buyer for the 
women’s department; Mrs. Lee is in 
charge of decoration and window dis- 
play; and Mrs. Nichols buys handbags, 
hosiery and costume jewelry. A per- 
centage plan for the sales staff en- 
abled Louis Longwater, the store’s 
number one salesman, to earn 9 per 
cent of $10,000 gross sales for the 
month of May. 

From the day, six years ago, that 
the doors were opened the store pros- 
pered, but not even Mr. Thompson, who 
has presided over the growth, could 
have predicted the measure of patron- 
age now enjoyed. 


Texas Store Building New 


Footwear Department 


BEAUMONT, Tex.— Rosenthal’s, of 
this city, announced the temporary 
closing of their shoe department as of 
July 1, in order to rush construction 
of their new shoe salon to completion. 

This new shoe department will be 
located on the second floor, and wili be 
one of the largest and most fashionable 
in this section of the country. When 
the salon opens, Rosenthal’s expects to 
be carrying some of the leading and 
best known brands in America. 
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LEFT:—Neo. 406. 6 
Bag all-Plexigias Bag 
Stand. 5!'"high. Sub- 
stantially'built. Gives 
— display in 
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Fie. 
3-Bag, 4-Bag and 5- 
Bag all-Plexigias 
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Delivery NOW! Sparkling 


PLEXIGLAS 


Transparent Plastic Display Fixtures 


Genuine Plexiglas . . . lighter, more transparent 


than fine glass . . . yet practically unbreakable. 
Finest way to display fashion merchandise! 


More than 25 New items. Write for Catalog 


Standard 


DISPLAY COMPANY 
1708 Delmar Bi., St. Louis 3, Mo. CEntral 5198 
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glass . . . slide on 
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Ne. 212-R. Shoe Stond. Top, stem, base 
. are all Plexiglas! Adjustable top. 6", 9", 
12” or 15” high. Steel points hold shoes 
firmly in position. Perfectly balanced. 
An exceptionc! buy!.............. 95.85 








Leather Shortage 
At Buffalo Show 


BurraLo, N. Y¥.—The Tri-State 
Travelers last month concluded another 
successful shoe show in Hotel Statler 
here. As has been the case for the last 
few shows, every room on the hotel’s 
third floor was filled and exhibitors 
were turned away because of lack of 
space. It is hoped that there will be ad- 
ditional space on the fourth floor for 
the next show, to be held Nov. 8-4. 
Some 400 buyers were present, con- 
sidered very good as the show followed 
the July 4 holiday week-end. 

Buyers came from main towns and 
cities of western New York, Northern 
Pennsylvania and a few from Ohio, 
with the usual number of callers from 
nearby Canadian cities. Several of the 
exhibitors brought their families and 
were using the week-end as either the 
beginning or end of a vacation time. 

Shoes shown were for Fall or early 
Winter sales.. The acute shortage of 
leather was evident in all lines. Among 
the women’s shoes were many sued- 
ines and plastics. New colors were 
given much publicity, among them the 
popular “Cherry Coke,” featured in 
plastic handbags and as a matching ac- 
cessory for the shoes. Among the 
leather types black predominated, one 
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man going so far as to say that 95 per 
cent of the women’s leather shoes on 
display were black. 

A few imported models in women’s 
shoes were shown—expensive reptiles 
from South America and colorful raffia 
styles from Haiti. Main importer, and 
a@ newcomer to this show, was the 
Bowdette Company of New York, man- 
ufacturers ef bows and other fancy 
findings. They featured alligator, 
snake and lizard shoes, with matching 
handbags, as well as shoe ornaments in 
various reptile skins. 

Men’s shoes shown were predomi- 
nately brown in a ratio of about 5 to 1 
to other colors. The leather shortage 
has been felt very acutely in these types. 
Orders were being taken, however, 
with the optimistic hope that they may 
soon be filled. These shoes showed few 
styles with synthetic soles. 

Among children’s shoes there seemed 
to be plenty of the lesser priced varie- 
ties. The higher priced types were in 
demand, but not available. This applied 
to almost all shoes, however, men’s, 
women’s and children’s. Shortages were 
felt. most in the higher priced shoes. 
Among children’s and teen-age types 
the loafers remain as popular as ever. 

On the whole dealers were cautious 
in their buying of the lesser-priced 
shoes. There seemed to be a general 
feeling that conditions were changing 


and the result may be better materials 
in these types. If this happens dealers 
do not want to be loaded up with foot- 
wear of possible inferior quality. 

Evening shoes were back in many 
displays. Dealers reported consumers 
as being “hungry” for them. They 
came in silver, gold and mesh patterns, 
with regular high heels and in the 
popular wedge styles. 

There were only a few of the heavy 
types of rubber footwear shown, while 
women’s and children’s rubbers were 
also short. There was a good showing 
of stadium boots, but few of the velvet 
gaiters always so popular with women 
for the very cold weather. 

Harry Levinson, president of the 
Tri-State Association, said that he 
would term the show successful in the 
face of the season and the present 
shortages in so many of the footwear 
lines. 





Douglas to Re-enter 
Retail Field in Atlanta 


ATLANTA, GA.—W. Dougias Shoe 
Company of Brockton, Mass., has taken 
over the entire ground floor of the 66 
Peachtree Street building which ex- 
tends through to 65 Broad Street, 
N. W., to establish a modern shoe store. 
The action represents a return of the 
Douglas company to Atlanta retail ac- 
tivities after an absence of some years. 
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Stadium Boots and Slippers 
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“LYCO” Chemical Cleaning Sponge for 
SUEDE and GABARDINE shoes, 

TE yf oP cans $12.00 per gross 
LYONS & COMPANY 

120 DUANE STREET, NEW YORK 7, N. Y. 





Quality Shoe Store Supplies for 46 Years 
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STADIUM 
Zipper Model 
© Brown Cowhide Uppers 
Rich Shearling Collars 
Warm Fieecy Linings 
Non-Skid Rubber Soles 
Felt Insglated Platforms 
Secure Lockstitch Construction 
40 Below Protection 
Ladies’ Sizes 4-9 














Over 100 Golfers Vie for Recorder Trophy 






R. A. Ridenour, left, and Kurt Jones played to an &2 tie at the golf tournament 
staged by the West Coast Shoe Travelers Association in Los Angeles, iast month. The 

ss to decide the winner awarded the BOOT AND SHOE RECORDER trophy to Mr. 
Ridenour. Mr. Jones is holding the Sam Codden trophy. 


Los ANGELES, CAL.—The West Coast 
Shoe Travelers Associates staged their 
second annual golf tournament last 
month and netted over $7,000 for the 
group’s welfare fund with more contri 
butions still coming. Wholehearted co- 
operation from West Coast shoe retail- 
ers will raise this total to the desired 
goal of $10,000. 

Four hundred shoe men and their 
ladies attended with 118 golfers play- 
ing the full 18 holes. Bridge and gin- 
rummy tournaments offered diversion 
for non-golfers. 

Trophies and prizes donated by well 
wishers among retailers, wholesalers 
and manufacturers were awarded the 
contestants. In addition, every lady 
present received a pair of nylon hose, 
Retailers making the latter possible 
were A. S. Rowe, San Bernardino; 
Theme Hosiery Co.; Roe’s Shoes; 
Wetherby-Kayser; Sam Bonn, Weil’s; 
Bakersfield and Gude’s. 

Gold plates with an engraved testi- 
monial of the association’s appreciation 
of service were presented to Mrs. Ruth 
Hamilton, chairman of the ladies’ en- 
tertainment committee; Dave Holcome, 
secretary-treasurer in charge of finan- 
cial arrangements for the party, and to 
Jack Farrington, chairman of the prize 
committee. 

In the retail division of the golf 
meet for the Boot AND SHOE RECORDER 
trophy, a tie of 82 between R. A. 
Ridenour of San Diego and Kurt Jones 
of Bullocks was won on a toss by Mr. 
Ridenour, with Mr. Jones receiving the 
Sam Codden trophy. Dick Graffis, San 
Francisco, George Schwab, Westwood 
Village, Stanley Fraze, Joe Tolley, Ben 











Byrd, Al Halner, Robert Oats, J. Mur- 
phy of San Francisco and Joseph Stet- 
tin were other trophy and prize 
winners. 

Harry Bandy and John Winneguth 
received trophies for being the only 
golfers to drive into the circle on the 
8th hole. 

In the ladies’ division the low gross 
trophy was won by Mrs. Oscar Daley, 
of Salina, with Mrs. Joseph Stetten 
and Mrs. John S. Farrington winning 
second and third low gross. 

In the traveling men’s division the 
low gross was won by Al Green with 
Hal Long second. In the trophy win- 
ning class were Gil Winneguth, George 
Buttiston, John Zingleman, Bob Me- 
Donald, Bernie Godshaw and Mag 
Smith. Foot-Joy golf shoes were 
awarded to Jack Olsten and Joseph 
Stettin with golf shoes from Frank 
Werner going to Jerry McNeil. 

Mrs. Arthur McDonald received a 
blue calf handbag from Herbert Marx- 
miller and Mrs. A. E. Ferguson a pair 
of Tweedies reptile shoes from Jack 
May for winning first place in the 
ladies’ bridge tournament. 

Mrs. Frank Foster received a ladies’ 
handbag from Saks-Fifth Avenue for 
first prize in the ladies’ gin-rummy 
contest and Mrs. Joe Ferguson a blue 
raffia handbag from Henry Weatherby, 
Farmer’s Market, for second. In the 
men’s gin-rummy Sid Minster received 
a wallet from Fred Ullman for first 
place and Fred Uliman received & 
bottle of bonded rye from H. C. Teuber 
for second place. 

Twenty-three other prizes were 
awarded. 
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2439-Black Suede Stepin we 

2441-Same in Brown Suede 

2435-Same in Black Plastic 
Patent 





Vay thes 


TWO FEET 





NOTICE TO THE TRADE 


We are the originators of these moc- 
casin booties. We have U.S. Patent Design 
No.°142,847, granted November 13, 1945. 





Two of the fastest selling 

casuals for Fall. They will 

mean extra sales for you. 
@h 2445-Black Smooth Elk 


Stepin. 
2447-Same in Brown Elk. 
AA 6-9; B4%-9 $3.65 pair 





ORDER NOW! 























2437-Same in Brown Elk 
AA6-9; B4%-9 P 
$3.25 pair K Footwear Co. 131 Liberty St., New York, 
; N.Y., who are licensed and ourselves are the 
at ing. Minimum . . 
~ DELIVERY STARTING order 18 pois | |[ manufacturers of these slippers. Any slippers 
, AUGUST 15. eh Gnomes. fered by other sources than those licensed are 
infringements on the above patent. 
SPECIALIZING IN CASUAL FOOTWEAR. 
r- 
- | Ecceraeeyper omer | JOSEPH P. FAMOLARE, INC. 
se ‘eT  Aeeyee 207 ESSEX ST., BOSTON, MASS. 
th 
. What Makes A Shoe own experience and knowledge of his New Employee Benefit 
stock and his customers just what the ° 
Ad Produce? most important factor is in any shoe Plan for Lytten’s 
[CONTINUED FROM PAGE 60] ita hoe hy na poo ee jee CHICAGO, ILt.—Increased benefits for 
, son. Usually, it’s the desire to satis , 
n men keep up with the Joneses and 4g AE eee0e human buying need, ma emplapens Sten, age >. See 
ig women buy new shoes in order to be outlined above. So the wise merchant vs 6 eg vl and Gar en = nay, 
the best-dressed lady in the block; the will use an appeal to the governing ** P rovided in & new hospitalization, 
e need for food and drink; and the old, buying motivation in his ad—and reap health, accident and life insurance pro- 
h familiar sex drive that makes women a4 big harvest of sales. gram announced by Willard W. Cole, 
1 buy stylish clothing in order to attract § Where do we use this appeal? Right °*®cUtive vice-president and general 
je & man—these are the main motives jn the headline, where it can hit the ™#"ager. The plan supplements one 
.- which make people buy. Two others are reader hard and fast, for the heading previously administered by the Em- 
g the desire for comfort and the economy must catch the reader’s attention Ployee’s Welfare Association, he ex- 
e urge. Probably 99 per cent of all pur- (within two seconds, psychologists say) Plained. 
. chases spring from the need to satisfy and drag him by the self-interest ring Mr. Cole said that the new plan 
aw these. + ; in his nose down to the selling copy. would be made available to all person- 
fore advertising an item of mer- All successful advertising headlines nel in the employ of the company and 
a aendios, are rm ge ow is to org hx fall into three main classifications. that Lytton’s would pay a substantial 
yf Sieber bev het meron dost Tha are enline whic Ma the part ofthe cot 
self-interest; ines offer- : 
k value, but in satisfying one of the main ing news—real news; and curiosity 2B enefits of the plan a Seg eae 
; needs which make people buy? eaditinen: “The eundéritey of cuscsesful “8t, Se enpapers mary and i 


In the case of shoes the consumer 
might buy for a variety of reasons. 
Perhaps he or she buys from vanity, a 
part of the desire for mastery. Perhaps 
the purchase is made—and this is often 
true in the case of women’s shoes—be- 
cause of the wish to impress and/or 
catch a man. Here we have Freud’s old 
friend, the sex drive. 

Often, especially with men, the de- 
termining factor in the selection of 

_ Shoes is comfort. Sometimes it’s econ- 
_ my, with both men and women. 
5 Every shoe merchant knows from his 
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ads carry headiines of the first classi- 
fication, which hit at the reader’s self- 
interest. 


Store Changes Location 
After 25 Years 


SPRINGFIELD, ILL. — Siebert’s Shoe 
Store is now open at a new location, 
324 South Sixth Street. The store, the 
first of its type to be located in this 
part of the city, had operated in the 
former location for over 25 years. 


clude: 

1. Hospitalization benefits of $4 or $5 
a day for room with ten times the daily 
rate for payment of other stipulated 
hospital services and up to $150 for 
surgical expense. 

2. Fourteen to $35 per week accident 
and sickness benefits for accidents not 
covered by workmen’s compensation. 

8. One thousand to $10,000 life insur- 
ance, which includes payment of the 
full value of the policy for total dis- 
ability: 
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CHILDREN'S OXFORDS 
Goodyear Stitched Construction 


MOCCASIN 
OXFORD 





Sizes 8! 0 12 .......... 
Sizes 1244 to 3 


New York Footwear Co. | 
10 W. 32nd St. NEW YORK 1, N. Y. 
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Sell Your Customers 


FOOT RELIEF 
OR MONEY BACK 


lt is a proven fact 
Medicated ght 
relief to nearly 
100%. Cost $6.00 
doz.; Retail $1.00 
box. 























Intelligent Advertising 
Makes Store’s Success 


CoLUMBUS, 
history of the Evans & Schwartz Or- 
thopedic Shoe Store in Columbus, Ohio, 
exemplifies intelligent and constructive 
promd@fion by a shoe retailer. Located 
10 blocks away from the city’s shop- 
ping district, the store has been able to 
draw customers in steadily increasing 
numbers by directing its advertising to 
a specific segment of the population. 

Established in 1888, the store has 
never made any effort to sell spe- 
cific shoes, but comcentrates on the sub- 
ject of foot comfort and health and the 
ability of the store to live up to its slo- 
gan, “We Fit the Hard to Fit.” 

Evans & Schwartz has used news- 
paper advertising weekly for 35 years, 
its ads appearing in all three Columbus 
papers. As a result, its business has 
doubled and tripled, its personnel in- 
creased from two to nine, and its sell- 
ing space doubled. 





The above ad is typical of the in- 
telligent advertising which has 
business for the Evans & Schwartz Or- 
thopedic Shoe Store, Columbus, Ohio. 
Employing a weekly ad for the past 
thirty-five years, the store has been able 
to draw customers from all parts of the 
city despite its out-of-the-way location. 


Whereas five years ago the store was 
using about 8000 lines of space an- 
nually, this year that figure will be 
more than doubled, and its expenditure 
for newspaper advertising in relation 
to sales will be 3-4 per cent. Despite 
the fact that shoe stocks were low and 
all of its merchandise could be disposed 
of with ease, Evans & Schwartz con- 
tinued its advertising throughout the 
war, thereby maintaining its identity 
in the public mind. 

Living up to its name the store han- 
dies no style merchandise, devoting its 
attention rather to the sale of brands 


Onlo—The advertising 


ay 








wo 


Oe OF eT oP ee, 


X-RAY SHOE FITTERS 


PRIMEX |. on... 


mest imitated shoe fitter. 
Our eax * — ee =e 


PRIMEX ‘soUuIPMaNT co. 
135 Se. LaSalle $t., Chieege 3, il. 
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PRICE TICKETS 
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'| PRICE TICKETS bring sales! 


Many Colors—109 prices fo cheese from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 
209 So. STATE ST. CHICAGO 4 

















of quality, and health shoes for men, 
women and children. Footwear is pro- 
moted with such copy as: 

“The Foot Comfort Counselor Says: 
‘Flat Feet—Will break ordinary shoes 
down and get them out of shape in a 
hurry. We have special shoes with 
strong, reinforced steel arch-shanks 
and leather saddle arches, built-in, for 
flat-footed men, women and children.’” 

The advertisements are generally 
small, averaging one column by 6 in., 
and for the most part contain only in- 
stitutional copy and small, appropriate 
illustrations. In addition, no sales are 
held, but all promotion including win- 
dow displays and radio announcements 
are coordinated with the newspaper 
messages. 


New Texas Store Opened 


BEAUMONT, TEX.— The new store, 
Paul’s Shoes, Inc., at 606 Pearl Street, 
this city, has opened for business, and 
is featuring well known shoe fashions. 











New Building for Southwest 
Wholesale Firm 


Et Paso, Tex.—One of the finest 
business homes in this part of the 
Southwest is to be constructed here for 
Given Brothers’ Shoe Company, well- 
known El Paso shoe wholesale firm. 

The building will be located at 225 
South Mesa Avenue, and will be 100 
by 125 feet, two stories in height, and 
of hollow tile and stucco construction. 
The structure will have ample window 
display space along South Mesa Street, 
and will be equipped with air condi- 
tioning and fluorescent lighting. 
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: . GREAT LITTLE TIME SAVERS! DOUBLE- ° 
a BARRELLED ¢ 
| PRICE : 
| a W est ° 
oh to ; CTn e 
MH to harmonize with your trim colors. e 
a “ 20 different color designs on tags ues. ~ 
me 4 IN-STOCK 
as @ | Tell us your trim colors and we will send samples $2414 
Size WESTERN 
* n fy " 12 dozen—$3.00 SHOE 
nm Ie Fa CANADA: 
x Pee In 12 doren—$3.30 | $4.95 
a < ces In Stock | $2415 le 
5 With Store Name Imprinted: || WESTERN OXFORD 
yet a tate | 4. TOP-FLIGHT 
~ : pair 
—_ 0 144 Tickets $5.05 || = Elk Uppers WESTERNS 
i 1 wage bese a Full Leather Soles ARE POPULAR 
- "0 Any selection of prices desired ae reg ake IN EVERY 
u rougnou 
e M. O. or Check with Order Please: | Geen a PART OF THE 
a pe DISPLAY CARDS: 75c Each; 3 for $1.85 oa — COUNTRY 
List ef texts to select from will be sent on request. ” 
_ Ks + Sizes 6 to 12 DELIVERY NOW! 
en, I | Detailed Information on Monthly Service at Your Request. | 
* | 2/BOOT AND SHOE RECORDER 
8: 
on 29 SOUTH STATE STREET @ CHICAGO 4, ILLINOIS 
a 
ith 
ks s aia Fe we a 
or 
P* cessori iscussed achieved by beading and embroidery. A OPA pointed out that Section 1 (b) 
ly Fell Ac R ries Disc beige satin slipper borrowed from the of the Emergency Price Control Act of 
A., By Fashion Group French will be the most outstanding 1942, as — = ~ 
n- ees : shoe for evening wear. regulations, orders, price sc es an 
te a ce = ae how Following Miss Lyman’s showing, requirements shall be treated as re- 
re the monthly luncheon meeting of The Mrs. Belmont told how her store han- maining in force for the purpose of 
> Fashion Grou at the Hotel Roosevelt dies accessory promotions. Ideas are sustaining any proper suit, action or 
ts last month Tals 16th by Esther Lyman, CUlled from many sources and promo- P rosecution with respect to offenses 
er merchandise ~~ Son of Foreman Basner. tions are usually store-wide, in both committed or rights or liabilities in- 
and E Belmont handi * planning and execution. curred on or before June 30, 1946. 
ger a the aa aa upesia, and poet Today’s action assures OPA that all 
a ; ay S records, books, accounts, invoices, sales 
yes at Bonwit T eller. A small ae OPA Records Must lists, sales slips, orders, vouchers, con- 
e, ge 3 nana gee ge gs Be Held One Year tracts, receipts, bills of lading, corres- 
t, <a 4 pondence, memoranda or other papers 
4 pointed out that simplicity and perfec- WASHINGTON, D.C.—Manufacturers, required to be kept under price control 
. tion, rather than novelty, is the fashion wholesalers and retailers, and all other will be preserved in keeping with the 
keynote. : persons required under price control continuation of its enforcement duties 
An important style note in shoes, she regulations to have kept records must for violations committed before June 
said, is the prestige regained by the preserve them until July 1, 1947, the 30, 1946. 
high heel as a “must” with longer suit Office of Price Administration has an- 
jackets and the new skirt and shoulder nounced. 
t silhouette, with which the recently The action, effective as of June 30, Chain Leases Three New Sites 
. popular flat heel, in her opinion, would 1946, was taken in order to enable . 
r be incompatible. A 12/8 heel will be OPA to carry on the powers and duties | CHICAGO—The Niles Shoe stores, who 





prevalent in street shoes and will have 
a closed heel and toe. If there is a plat- 

_ form it will be low. Soft suedes, hug- 
ging high around the ankle, will be 
geod suit complements, as will an in- 
teresting Fall innovation, the Pilgrim 
shoe, complete with silver buckle. 
Evening shoes will definitely be high- 
even those worn with evening 
The “precious look,” important 
evening shoes and bags, is 
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directed to it under the Executive 
Order 9745 signed by President Tru- 
man on June 30, 1946. 

The Executive Order authorized 
OPA to continue all the functions, 
powers and duties vested in it by the 
Emergency Price Control Act of 1942, 
as amended, and the Stabilization Act 
of 1942, as amended, which did not 
terminate by expiration of those acts 
on June 30, 1946. 


operate nine outlets in the Chicago 
area featuring women’s and and child- 
ren’s popular priced shoes, recently 
leased three new locations in this ter- 
ritory, to be converted into modern 
stores. 

New sites are at 2702 Milwaukee 
Avenue in the Logan Square district, 
at 831 Davis Street, Evanston, IIl., and 
at 4833 Milwaukee Avenue in the Jef- 
ferson Park section. 








de 


WORK SHOES 





ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


Goodyear Welt Construction 
Heavy grain leather innersole 
“Pancord” no-mark outersole 
Leather counter—Stock bellows tongue 
Leather heelpocket and top facing 
Plump black prime elk uppers 

® Reinforced at all points of wear 


PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 

Honest-made since 1800 

















Boston Group Plans 
Golf Tournament 


Boston, Mass.—The annual golf 
tournament of the 210 Associates will 
be held August 21 at the Pine Brook 
Country Club, Weston. 

The tournament, under the chair- 
manship of James Molloy of Salvage- 
Molloy Shoe Co., promises to be the 
most successful of the several previ- 
ously held by the organization. The 
committee is sparing no effort to insure 
that the golf game with its array of 
prizes will be outstanding and an- 
nounces a dinner at the Pine Brook 
Club will follow the golf matches. 

Mr. Molloy requests that all members 
make early reservations for their 
guests and themselves because of lim- 
ited facilities. 

The committee includes James Mol- 
loy, chairman; A. S. Burg, A. W. Berk- 
owitz, Bud Knight, and Albert Gordon. 
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To Open Leased Departments 
In Buffalo and Rochester 


New York—The Ruth Shoe Co., Inc., 
operated by Arnold Elkind and George 
W. Kronick, has announced plans to 
open leased departments in David's, 
Buffalo, and David’s, Rochester. The 
former will be opened approximately 
January 1, on the main floor of the five- 
story specialty shop, and will carry 
high grade footwear from $8 to $24. 
The Rochester department is scheduled 
for next Spring upon completion of the 
six-story building now being con- 
structed for David’s. The shoe depart- 
ment will be on the second floor. 

The Ruth Shoe Company is presently 
operating the shoe department of 
David’s, Albany. Mr. Elkind states 
that volume has been boosted from 
$25,000, in 1940, to a present annual 
high of $250,000. The department han- 
dies play shoes, slippers, casuals and 
rubber footwear. 

Mr. Kronick joined the firm in 1943 
when Mr. Elkind entered the army, re- 
signing as manager of the I. Miller 
store in Philadelphia to take over man- 
agement of the Albany department. 

Mr. Elkind is also one of the part- 
ners of Elkind Brothers, 78 Reade 
Street, New York City, a wholesale, 
casual shoe firm. 


Awarded for Service 
In Leather Industry 


CINCINNATI, OHI0O—Dr. Frederick 
O’Flaherty, director of the Tanners’ 
Council Laboratory at the University 
of Cincinnati was awarded the Frasier 
Muir Moffatt Gold Medal. 

Basis for the award was Dr. O‘F lah- 
erty’s outstanding service to the 
leather industry, to the American 
Leather Chemists Association and to 
the War Department as a consultant 
during the war. 

He is a past president of the leather 
chemists’ association and now is serv- 
ing as secretary-treasurer. 

In addition to directing the tanners’ 
laboratory and serving as professor of 
applied science in tanning, Dr. 
O’Flaherty is executive director of the 
University of Cincinnati Research 
Foundation. 


Named Merchandise Manager 
In Mid-West 


SPRINGFIELD, Mo.—F. W. McClerkin, 
president of MHeer’s, Inc., has an- 
nounced the promotion of Al Eppestine 
to merchandise manager of all acces- 
sory departments along with toiletries, 
notions and stationery. For the past 
two years, Mr. Eppestine has been 
buying and merchandising all shoes 
for Heer’s, Inc., and George B. Peck, 
Inc., Kansas City. 

Carl Long, recently returned from 
the service, has been named buyer of 
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CHILDREN'S OXFORDS 
Goodyear Stitched Construction 


Brown Elkskin * Fancy Perforated 
Underlay ¢ Lined Tan Rubber Sole 


Sats 10-3. 5.2... .. $2.10 


New York Footwear Co. 
10 W. 32nd St. NEW YORK 1, WN. ¥. 

















shoes at Peck’s. Mr. Eppestine will 
continue to buy and merchandise shoes 
at Heer’s. Prior to joining the allied 
stores, Mr. Eppestine was buyer of 
shoes at Schuneman’s, Inc., St. Paul, 
Minn. For five years prior to that, he 
was with the J. W. Knoff Co. of Lan- 
sing, Mich. 


Pittsburgh Store 
In New Location 


PirTsBURGH, Pa.—The Factory Shoe 
Store, formerly located at 642 Liberty 
Avenue, has moved to a new and mod- 
ern site at 509 East Ohio Street. Oper- 
ating under the trade name, Murray's, 
the store will be managed by William 
B. Schwartz. 


Shoe Store Bowling Team 
Wins Prize 

Rocuester, N. Y.— The Schmanke 
Shoe Store bowling team finished in 
2ist place with 2243 pins and a prize 
of $30 among Ciass B teams in the 13th 
annual New York State Women’s Bowl- 
ing tourney. 


Store Closes for Two Weeks 
For Employee Vacations 


LrrTtLte Rock, ARK.—The Guarantee 
Shoe Company, 107-109 West Capitol 
Street, this city, awarded a two-week 
holiday, July 15 to July 29, to give em- 
ployees a vacation period and to per- 
mit the store to accumulate a large and 
complete stock of new Fall merchan- 
dise. 
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39-45 W. 19th St, New York 11, W.Y, 


SUPPLYING ADVERTISING 
NOVELTIES SINCE 1902 



























“THE FINEST IN X-RAY 
SHOE FITTING EQUIPMENT” 


THE “SPECIAL” IS THE ONLY 





X-RAY SHOE FITTING MACHINE 
ESPECIALLY DESIGNED 
TO FIT MEN AND WOMEN 
AS WELL AS CHILDREN 











INFORMATION AND LITERATURE 
ON REQUEST 


M.B. ADRIAN & SONS X-RAY CO. 


2507 SOUTH HOWELL AVE. 
Milwaukee 7, Wisc. 























Obituaries 


Edward N. Roolf 


PirrspurcH, Pa.—Edward N. Roolf, 
50, children’s shoe buyer at Kaufman’s, 
was drowned late last month in the 
Monongahela River in Pittsburgh. 

Mr. Roolf had been in shoe business 
all of his life—with Laird’s, Rosen- 
baum’s, and for the past sixteen years 
with Kaufman’s. His life was devoted 
to fitting crippled children, and his loss 
is keenly felt by his many patients 
and their doctors. 

He was past-master of the Archie K. 
Henderson Lodge 739, and a member of 
Mt. Zion Evangelical Lutheran Church. 
He resided at 4135 Franklin Road. 

Surviving are his widow, Mrs. 
Margaret Roolf; a son, Edward N. 
Roolf, Jr.; and a daughter, Lourine 
Roolf. Burial was at Uniondale Ceme- 
tery, Pittsburgh. 





Nathan Snider 


RocHgestTer, N. H.—Nathan Snider, 
67, well known shoe manufacturer, who 
was formerly vice-president of the 
Maybury Shoe Co. in this city, died last 
month at Old Orchard Beach, Me., 
where he was spending a vacation. 

Mr. Snider, a native of Russia, who 
came to this country as a young man, 
left Rochester about two years ago 
and become general manager of the 
Universal Shoe Co. in Springvale, Me. 
He was a member of Rochester Lodge 
of Elks. 

Survivors include his widow, Sarah 
Snider of Chelsea, Mass., five daugh- 
ters, two brothers and two sisters. 

Funeral services were held at Temple 
Emmanuel! in Chelsea and burial was 
in that city. 





Monica Hanley Minor 


Batavia, N. Y.—Mrs. Monica Han- 
ley Minor, wife of Henry H. Minor, 
president of the P. W. Minor & Son 
shoe factory here, died suddenly in her 
home last month. 

Mrs. Minor, a former women’s golf 
champion, was prominent in social af- 
fairs in Batavia and in Ft. Lauderdale, 
Fla. 

She is survived by her husband; a 
son, Henry H. Minor, Jr.; by three 
daughters, Mrs. Robert Joslin and Mrs. 
Sally M. Parker, both of Batavia, and 
Mrs. Robert Haskins of Ft. Lauder- 
dale; and by two sisters and a brother. 





George I. Fox 


Burra.o, N. Y.—Associated with the 
A. S. Beck Shoe Stores in New York 
City for approximately 20 years, George 
I. Fox, 49, died recently in a Buffalo 
nursing home after a four-month ill- 
ness. A native of Buffalo, he served in 
both wars. 





ATTRACTION 


Leading dealers all over Amer- 
ica find the promotion of 
Propr-Bilt Children’s Shoes 
consistently attracts the better 
type trade. 





Advertised Nationally 
Commended by Parents Magazine 
Recommended by Many Doctors 


PROPR-BILT 
Children’ Shoes 


O'DONNEL SHOE CORP., 
Humboldt, Tenn. 











Louis Sonnenschein 


Orance, N. J.—Louis Sonnenschein, 
who founded the store which bore his 
name at 228-230 Main Street, in 18865, 
died recently at the East Orange gen- 
eral hospital. 

Mr. Sonnenschein, who was 84 years 
old, retired in 1923, but had spent much 
of his time in the store helping his son, 
Joseph L. Sonnenschein. He was born 
in Bohemia and came to this country 
in 1880 and settled in Orange. He open- 
ed his shoe store five years later. 

Besides his son, he leaves two daugh- 
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MEN'S SLIPPERS 
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ALL LEATHER MEN'S OPERA 
Full Leather Lined, Lockstitch Construction, 
Leather Soles 
$3.15 


Net 10 days 
F.0.8. N.Y. 
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e Sizes: 6-11, 7-12 
24 pr. min. 






Colors: Brown, Block 
Also in Everetts at $3.25 


SELBURN SHOE CO.., Inc. 
153 Deane Street New York 13, N. Y. 
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MEN’S MOCCASINS 
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Smooth Leather Uppers 
Brown Orthopedic Soles 


$2.50 per pair 


Net 10 days 
F.0.8. MW. Y. 















Style 1697 





At Once Delivery 
Sizes: 6/2 to 11. Packed 24 pairs to case. 
Minimum Order — 12 Pairs. 


KANDEL SHOE COMPANY 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 
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Douglas Shoes 
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About Shoe People 





Jack Schulman has opened a new 
store in Hendersonville, N. C., featur- 
ing men’s and women’s footwear. The 
new store has bleached oak fixtures 
and a tile floor. Mr. Schulman also has 
a store in Brevard, N. C. 


+ + + 


Cecil M. Pike, an executive of the 
Spaulding Fibre Co., Inc., Rochester, 
N. H., manufacturers of shoe counters, 
has been elected to fill a vacancy on the 
board of trustees of Nute high school 
in nearby Milton. 


Robert L. Burtman, a member of the 
office staff at the H. O. Rondeau Shoe 
Co., Farmington, N. H., and Miss Elea- 
nor Sall, of Boston, were married re- 
cently at Temple Israel in Boston. 

Many relatives and friends attended 
the ceremony, which was followed by 
a reception in the church auditorium. 
Leonard Burtman, brother of the 
bridegroom, who was his best man, and 
his mother, Mrs. Anne Burtman, came 
from California to attend. 

The bridegroom is a veteran of 
World War II. 

> * * 

The Hansen Sandal Shop at 121% 
North Larchmont Street, Los Angeles, 
Calif., has been sold by Harold N. 
Hansen to John W. Thalken. 

* > * 

Nathan Hack, founder of the Hack 
Shoe Company, recently returned to 
Detroit, which he will leave August 10, 
to return to California where he has 
bought a home, and will settle with 
Mrs. Hack. 

. > * 

Reuben Raymond Regier, who is with 
the Emporia Bootery, Emporia, Kans., 
was married recently to Miss Norma 
Geraldine Wunder, daughter of Mr. 
and Mrs. Frank F. Wunder, of Valley 
Falls, Kansas. The wedding took place 
in the First Baptist church, Emporia, 
with the Rev. R. R. Shirk reading the 
single ring ceremony. The bride is a 
graduate of Kansas State College, 
Manhattan. The groom was graduated 
from Emporia State College, where he 
was a member of Phi Mu Alpha, 
honorary music fraternity. 

. * * 


Owen W. Metzger of Wetherhold & 
Metzger and chairman of the Business 
Extension: Council of the Allentown, 
Pa., Chamber of Commerce has been 
named a member of the Allentown- 
Bethlehem-Lehigh Airport Authority. 

* + . 

George Silva has returned to Boston 
from covering the Milwaukee, Chicago, 
Rochester, Binghamton and St. Louis 
territories in the interests of the 
Patent Fabric Co. He reports the line 
well received owing to the acute short- 
age of leathers. 


Manager Lou C. Ritter is back at the 
Travis Shoe Store, Pittsburgh, Pa, 
after 18 months in the Marines. His 
assistant, L. W. McCormyck, has just 
been released from the Army. 


*- + * 


Bernard Corneil, assistant manager 
of Kuhl & Company, Pittsburgh, since 
his discharge from the Army Air 
Corps, has married a local girl. 


* + * 


Max Cherlstein and Paul Kaecher, 
both veterans, have joined the sales 
force at Burt’s shoe store in Pitts- 
burgh. 

+ . *” 

Most of the Pittsburgh shoe store 
managers are taking their vacations out 
in wishing again this year, but a few 
are more fortunate. J. E. Ridgeway, 
of Burt’s, is now in his home, Carney, 
Nebraska, and will go on to San Fran- 
cisco and Seattle. Milt Pearlstone, of 
the Economy, is at Lake Elkhart, Wis- 
consin. Frank Perrino of Thom Mc- 
An, is enjoying his vacation by moving 
into a new home, A. T. Amarr, of 
Thom McAn Fifth Avenue ‘s in Clarks- 
burg, West Virginia. 


John Hanna, president of Grand 
"Mere Shoe Company Limited, Shawini- 
gan Falls, Que., was recently elected 
president of the Shawinigan Falls 
branch of the Canadian Manufacturers’ 
Association. 

Mr. Hanna is a prominent business 
man in that section of the provinee 
known as the St. Maurice Valley, and 
is well known in shoe manufacturing 
circles, having served on the directorate 
of the Shoe Manufacturers Association 
for some time. He is also a past presi- 
dent of the Quebec Shoe and Allied 
Trades Golf Association. 


. ~ * 


Announcement has been made of the 
marriage of Corporal Harvey Ear! 
Hanson, 22-year old son of E. H. Han- 
son, representative of the Bone-Dry 
Shoe Company traveling out of Spo- 
kane, Wash., to Mile. Yolande Thuret, 
heiress to the Peugeot automobile for- 
tune, of France. 

Corporal Hanson is in France where 
he met his wife a year ago. He ex- 
pects to be back in the United States 
in time to receive his discharge in 
September. 

His wife will follow him to Spokane. 


E. J. Sieger has been appointed man- 
ager of the Montgomery-Ward store in 
Houston, Texas. Mr. Sieger began his 
career as a stock boy for the Kinney 
Shoe Company at Sedalia, Mo., and be 
came a district manager and finally @ 
buyer for all 2560 stores. He joined 
Montgomery-Ward five years ago. 
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PEERLESS BOOT HANGERS 


DISPLAY 
and 
STORE 
BOOT STOCKS 
Sell "em, too! 


Peerless Boot Hangers are a 

practical and economical 

method for displaying and storing all types 
of boots. Ideal for displaying boots in boot 
departments and store windows . . . for 
storing surplus stock in stock rooms. Enjoy 
extra profits by selling a hanger with each 
pair of boots. All-metal rustproof hanger 
retails for 50c. Take advantage of special 
introductory offer, order today. 


FROM CRIB TO CAMPUS 


Selected Elk Stock. Seamless tongue and heel. 
Solid /eather innersole. Reinforced straight walk 
heel pocket. White or brown. Sizes | to 6. $2.00 
per pair. C & D widths. 
Complete line of juvenile shoes. 


HULL shoe co. 


70 N. 4th STREET 
PHILADELPHIA 6, PA. 


PEERLESS CHAIN COMPANY 


| 





Buskins—A New Idea 
[CONTINUED FROM PAGE 56] 


special interest in evening slippers, 
was always working out designs for 
her own wear. She says, “I was con- 
stantly making a nuisance of myself 
attempting to get shoemakers to carry 
out my ideas. Now I understand why 
they shook their heads!” 

Having herself been an apparel 
buyer in an exclusive women’s shop for 
eight years, Mrs. Hall has a sound and 
practical knowledge of the problems of 
buying and selling. In promoting her 
Buskins she has found the readiest re- 
sponse from those stores and shops 
which cater to a college clientele. One 
of the largest stores in Minneapolis has 
had outstanding success with her foot- 
wear, emphasizing it as a “must” in 
every college girl’s wardrobe. Buskins 
met with instant success with the girls 
at the University of Minnesota where 
they are worn almost as much outdoors 
as in to classes, on the campus, for 
sports activities and even for dancing. 


Moves Boston Office 


BosTon—The United Last Company, 
at 140 Federal Street, Boston, has 
moved its home office quarters to Suite 
401, on the same floor as its previous 
location. The company extends a cor- 
dial invitation to its many friends to 
visit the new offices. 


August |, 1946 


Young and Original Styling 
Sells New Shoe 





NEW YORK—A product of the Lester 
Pincus Shoe Corporation, the above 
was en- 


more, Chicago aad Philadelphia. Sales 











Marshall Field Stores. 
On New Hours 


Cuicaco, ILL.— Austin T. Graves, 
vice-president and general operating 
manager of Marshall Field & Com- 
pany’s Chicago retail and suburban 
stores, has announced that the stores 
recently began operating on a five-day 
work week. 

Main store hours for customers will 
be extended under the new plan, Graves 
said, with the main store, the store for 
men and the Lake Forest store open- 
ing for business at 9.15 a.m. and re- 
maining open until 5.45 p.m. The 
Evanston and Oak Park stores will ob- 
serve the same hours on Tuesdays, 
Wednesdays, Fridays and Saturdays, 
but on Mondays and Thursdays they 
will open at 12.30 p.m. and remain open 
until 9 p.m. 

All Marshall Field & Company stores 
will continue the practice of closing all 
day on Saturdays during the Summer. 

Under the new operating program, 
employees will work only five eight- 
hour days a week, with a day off sched- 
uled each week. All regular employees 
will receive the same weekly salaries 
for 40 hours as they have been receiv- 
ing for standard work weeks in excess 
of 40 hours. 

The new arrangement naturally af- 
fords much satisfaction and it is be- 
lieved will also prove advantageous 
to customers. 
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HUARACHES 


A 6 
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“BRONCO” 
MEN'S & WOMEN'S 





HUARACHES 


American Sizes: 
2to 6&5 to 10 
Hand Woven 






Immediate delivery 
$4.00 F.O.B. Los ri Pe 


MACON DISTRIBUTORS 
719 W. 3rd St., Los Angeles 13, Cal. 
Direct Factory Representative 














DISPLAYERS 











For Your 


WESTERN BOOT DISPLAYS 











DURABLE PAPIER MACHE BOOT 
DISPLAYER IN FINE DETAIL FINISH 





AL HALVERSON 


DESIGNERS + MANUFACTURERS 


1024 So. Los Angeles S#. 
Les Angeles 15, Calif. 





West Coast Distributers, Hugh Lyons Fixtures 








Buy Savings Bonds 

















Pioneer Merchant Marks 
100th Birthday 


Cuicaco, ILL.—Henry C. Lytton, 
founder and president of the Chicago 
store that now bears his name; and the 
sole survivor of the fourteen State 
Street pioneers who built the world’s 
most famous shopping thoroughfare, 
was one hundred years old July 13. 

Mr. Lytton, who started his business 
career at the age of nineteen as office 
boy for an attorney in New York City, 
where he was born, is principally noted 
in the retail merchandising field as one 
of the first merchants to advocate and 
use vigorous, colorful showmanship in 
advertising and promotion. 

After several minor positions in New 
York he accepted an offer in St. Louis 
where he made enough money selling 
shoes on commission to mustered-out 
soldiers of the Civil War to launch his 
first personal business venture. 

The urge to be in business for him- 
self never left him, and in 1887 he 
moved to Chicago, then with a popula- 
tion of 70,000 and the memory of its 
disastrous fire still fresh in the minds 
of its citizens. Despite the fact that its 
shopping district was crowded into a 
block at the north end of State Street 
near the river, Mr. Lytton opened The 
Hub, now known as Lytton’s, at Jack- 
son and State Streets, on April 27. His 
merchandising and promotional ability 
made the institution one of the most 
successful in the city and it finally be- 
came necessary to buy property across 
the street, where the present store, now 
bearing his name, was opened in 1912. 

Despite his century of living, Mr. 
Lytton is still partially active in the 
management of the company and pays 
an almost daily visit to his office to 
check on sales figures, advertising and 
other phases of the operation. 


Business Review Cites 


Lack of Footwear 


Kansas Ciry, Mo.—In a mid-year 
business review released by the Kan- 
gas City press retail shoe stores were 
cited as one of the few businesses with 
less merchandise available now than 
at this time in 1945. Reporting on 2 
regional business survey made through 
the Department of Commerce here, 
orders for retail merchandise in Kan- 
sas City, including shoes, have reached 
the highest peak in history. This has 
led to orders for shoes being placed as 
much as six months in advance as 
compared with the usual four months. 
The first six months cycle reflects gen- 
erally higher prices in Kansas City, 
according to the report. 





At New Location in Gary 


Gary, InpD.—The Thom McAn shoe 
store is in a new and better location at 
666 Broadway. This store features 
men’s and boys’ shoes. 
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MEN'S SNUGFIT py 
~~ Molded Process oan 
wo STYLES—CLOG 
SANDAL #2070 90¢ pr. terme 
F.0.8. Detroit. Packed 24 
te ease asst. or solid sae, 
small, med. and large. 
te stock. Write or wire. 
AMERICAN SHOE CO. 


251 W. Jeff. Ave., 
Detroit 26, Mish. 











‘OUTDOOR BOOTS 





Scarce Item — Buy Now! 
LADIES’ RUGGED WEATHER 
OUTDOOR BOOTS 

| Toasty-Warm 
| BROWN COWHIDE 
Fleece Lined 














Immediate 
Delivery 


$565 


Shes: 
ee 
| Packed {2 prs. 
to case 


Zipper Style Full Sheep Collar 
Write for Folder 


CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 








U. S. Rubber Declares 


New Dividend 


New York—The board of directors 
of the United States Rubber Company 
have declared a dividend of $2 a share 
on the 8 per cent non-cumulative first 
preferred stock, from net earnings of 
the company during the year 1946. 
This makes a total of $6 a share de- 
clared on the preferred stock this year. 

The directors also declared a divi- 
dend of $1 a share on the common 
stock, an increase of 25 cents over the 
declaration last May. The declaration 
brings to $2.25 a share the total paid 
or declared on the common stock thus 
far this year, compared with $2 4 
share during each of the full years 
1944 and 1945. 

Both the preferred and common divi- 
dends are payable September 9 to 
stockholders of record August 19, 1946. 
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Newark diese * to i 
High Grade Footwear 


NewaRK, N. J.—Milton Reich re- 
cently opened a new store here under 


the name of Lane Barton, Inc. Ac- 
cording to Mr. Reich, the store is de- 
signed to bring Fifth Avenue to Ray- 
mond Boulevard. 

The store is circular in shape and is 
attractively decorated in green and sal- 
mon pink. The wallpaper features 
splashing pink tulips on a bluish green 

und. 

Mr. Reich sells women’s better grade 
Shoes in the $10.95 to $32.95 bracket 
exclusively and uses the slogan “Clas- 
sics in Footwear” on his cards. He 
Plans to feature permanently such 
items as one-inch platforms and nov- 
dty shoes. 

Although this is his first experience 

owning a store, Mr. Reich has been 
in the shoe business in Newark for 
twenty-eight years. Lane Barton is 
located at 1212 Raymond Boulevard. 


New Thom McAn 
Outlet in San Jose 


San Jose, CaL.—Thom McAn shoes 

Tecently opened a San Jose outlet at 87 

First Street. The new store is 

Under the management of Kenneth 

Broderick and carries ‘a complete line 
of men’s shoes and hosiery. 


August 1, 1946 














Dates to Remember 


Shoe Show, Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, Mich. 


Hotel Plankington, Milwaukee, “oA 
August 18, 19, 20, 

Shoe Showing, Ohio Shoe Travelers 

Club, Hotel Statler, Cleveland, Ohio. 


ing O National Shoe Manu- 
Se tes " Hotel New Yorker, 
New York, N. ny. September 29, 30, 
October !, 2, 3, 1946 
Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. October 27, 28, 29, 30, 
National Shoe Fair, Palmer House and 
Morrison Hotel, Chicago, Ill. 
October 27, 28, 29, 30, 31, 
Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. November 2, 3, 4, 5, 1946 
Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 
November 3, 4, 
Spring Shoe Show, Mid-Continent Shoe 
Travelers Associction, Skirvin Hotel, 
Oklahoma City, Okla. 
November 3, 4, 5, 
Spring Shoe Show, Mid-Western Nea- 
tional Shoe Travelers, Omaha, ex 
November 6, 7, 
Spring Showing, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Po. 
November 9, 10, I1, 12, 
Shoe Show, lowa National Shoe Treav- 
elers' Association, Fort Des Moines 
Hotel, Des Moines, lowa. 
November !!, 12, 13, 
Shoe Show, Southwestern Shoe Travelers’ 
Association and Texas-Southwest Shoe 
Retailers Association, Adolphus, 
Southland & Baker Hotels, Dallas, 
Texas. 
November 11, 12, 13, 14, 
Spring Shoe Fair, Indiana Shoe Trav- 
elers' Association, Murat Temple, 
Indianapolis, Ind. November 17, 18, 1946 
Annual Meeting, Tanners Council of 
America, Palmer House, Chicago, Ill. 
November 22, 23, 1946 
33rd Annual Convention, Middle Atlan- 
tic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 21, 
Leather Show, Tanners Council of Amer- 
ica, Hotel Commadore, New York, 
N. Y. March !1, 12, 
National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 27 to May !, 1947 


1947 





Shoe Salon Renovated 
In Birmingham 


BIRMINGHAM, ALA.—Blach’s depart- 
ment store has re-opened the women’s 
shoe salon after complete remodeling 
and installation of new fixtures. Sell- 
ing space has been considerably aug- 
mented by the alterations. A full page 
ad in local newspapers announced com- 
pletion of the new salon. 


| STYLE 1722 BLACK SUEDINE 














BEN ORLICK 


New Yorx’s Live Wie 


AUGUST 1ST DELIVERY 
California Process 


NEW OUTSIDE HEEL 


$3.12 


Net 10 days 































Sizes 4/8 or 5/9 — 18 or 36 pair lots 







Style 1400 —- BLACK SUEDINE 
Style 1401— BLACK PLASTIC PATENT 






134 W. Broadway, New York 13, N. Y. 























BEN ORLICK 


New Yorx’s Live Wire 


AT ONCE DELIVERY 


California Process 
New Studded Nailhead 


$3.12 


Net 10 Days 






















18 and 36 pair lots Sizes 4/8 or 5/9 


(Same Materials in JESTER Pattern-$3.00 
Style 636-Black Suedine, Style 600—Black 
Plastic Patent, Style 0600 Cherry Coke 
Plastic Patent.) 


134 W. Broadway, New York 13, N. Y. 
———— 
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MOCCASINS 














Genuine INDIAN 
MOCCASINS 


Women’s Sizes Only 
48 








sie dé aco metvs Red 
>. Pear Blue 
S | eee a Wine 
Gi CED. “Wawcrcondct Brown 
A REAL VALUE AT 
$2.40 68. Balt. 


P. H. VOLK & CO., INC. 
2-4 Lombard St., Baltimore 1, Md. 
else VOLK SHOE STORE SUPPLIES, INC. 

109 N. 4th St., Phila., Pa. 
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CHILDREN'S SLIPPERS 








All Leather Sole and Upper 


Ne. 32 
$2.25 Blue, Red, Brows 
Net 10 da 
F.O.B. N. 
Min.: 36 prs. 





Sizes 5-8 
8-12 


Selburn Shoe Co. 


153 Duane St. New York 13, N. Y. 














PLAID SHOE LACES 








PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 


LYONS & COMPANY 
120 Duane Street, New York 7, M. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 








































BLOOMINGTON, IND.—Above is one of the three windows the Tovey Shoe 


Company, at Fifth and Walnut, filled with one hundred different color combinations 
of beach clogs. A pair went free to the first sharp-eyed customer who found two 
alike. The duplicate was changed each day and names of winners were posted on 
a window card. Byron Haase, manager, reported the store's lobby like a bee hive 


from morning to aight. The idea generated a lot of inexpensive advertising. 








All White Dress Shoes 
Popular in Pittsburgh 


PITTSBURGH, Pa.—Plain white dress 
shoes are milady’s choice here this 
Summer, with spectators and bright 
colors lagging far behind. Stocks of 
dress shoes are fair in most stores, and 
there are plenty of play shoes. 

Men’s sport shoes are just a memory, 
and even the demand has shifted to 
loafers and ventilated types. A few 
shops have saddle oxfords in broken 
sizes. 

Wedgie styles are being bought for 
children, more than the classic sandals 
and oxfords. This fact has helped 
materially in stretching skimpy selec- 
tions. 

Most Pittsburgh stores reported a 
sales slump during the past two weeks, 
possibly because of the heat. Deliver- 
ies have been very slow and summer 
stocks of good leather shoes are gener- 
ally low. Joe Harris, secretary of the 
Pennsylvania Shoe Traveler’s Associa- 
tion, predicts a big improvement as 
soon as the raised meat prices eliminate 
the black market. He maintains that 
a very large number of hides have been 
lost through black market slaughtering. 


Store Takes New Quarters 


LIncoLN, Nes.—The Dr. Mason Foot 
Clinic and Shoe store has moved from 
1126 “O” street to larger quarters at 
1330 “O” street. The new quarters are 
25x 160 feet, and the front third is 
given over to a salon-type shoe sales 
floor, while the remainder of the space 
is devoted to booths for foot examina- 
tion and treatment. The new store pro- 
vides approximately twice as much 
space as the old location. 








To Remodel 4 Florsheim 
Stores in Los Angeles 


Los ANGELES, CAL.—CPA approval 
has been obtained for alterations and 
improvements to four Florsheim stores 
here. The Florsheim Shoe Store at 626 
South Broadway will get alterations 
and improvements with new lighting 
fixtures and sliding plate glass doors 
at a cost of $5,600. The shop at 708 
South Broadway will get improvements 
and shelving, sliding plate glass doors 
and new interior lighting at a cost of 
$4,500. Improvements at the Florsheim 
store at 611 South Hill Street will also 
include plate glass sliding doors at a 
cost of $3,000 for all the work, while 
genera] alterations and improvements 
at the company’s store at 216 West 
Fifth Street will include a new venti- 
lating system and lighting fixtures at 
a cost of $7,500. 


Find 35 Cinderellas 


In Florida 


MiaMI, Fia.—The showing of the 
movie “Cinderella Jones” was the occa- 
sion for the tieup of the Paramount 
theaters here and the shoe department 
of Hartley’s. A large window display 
of small, fancy shoes called attention 
to the tiny glass slipper. The first 
woman whose feet fit the glass slipper 
was awarded a pair of shoes, 

In Tampa, Fla., the Cinderella idea 
was carried out by a theater and a 
plastic slipper was tried on by a num- 
ber of women. One out of every six 





had a foot small enough to fit the tiny 
slipper. In all, thirty-five women were 
found who could wear the shoe. No 
free shoes were offered, but free passes 
to the theater were awarded. 
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News of the Sulesmn anil Sy Yulee? 


Two Shoe Designers Cited 
By Fashion Critics 

New YorK—Two shoe designers, 
Wallace Mackey of J. Mackey & Sons, 


and Morris Wolock, who heads the firm 
bearing his name, were among seven 


MORRIS WOLOCK 


fashion designers cited for contribu- 
tions of special merit by the American 
Fashion Critics’ Award at ceremonies 
at the Waldorf Astoria, July 18. 

Over 400 fashion writers witnessed 
presentation of scrolls of achievement 


WALLACE MACKEY 


by Grover A. Whalen, chairman of the 
board of Coty, Inc., which sponsors the 
awards. Winners were chosen by a 
board of 40 New York designers. 

Mr. Wolock was cited for creation of 
the first high styled flat shoe, “Shank’s 
Mare,” which he designed while acting 
as stylist for I. Miller. The shoe 
touched off a style trend which has 
since become national, if not interna- 
tional, in scope. 


August 1, 1946 


Mr. Wolock attended the Chicago 
Art Institute and at the age of 19 
opened Wolok & Bauer, a shoe store in 
Chicago which developed into one of 
the largest and most discussed retail 
shoe establishments in the country. 

Mr. Mackey, cited for his play shoe 
creations, such as the Robin Hood boot 
and the barefoot sandal, designed his 
first shoe in 1929 while working for 
his father’s firm, which then manufac- 
tured leather trimmings for military 
and naval hats and caps. 

Often referred to as the “Cork King,” 
Mr. Mackey works closely with fashion 
editors on his experimental ideas. One 
of his two daughters is associated with 
him in the business. 


Employees Contribute 
To Hospital Fund 


Easton, PA.—Two hundred employ- 
ees of the Easton Tanning Co. have 
subscribed 12 hours pay to the fund 
being raised for expansion of the 
Easton hospital. 


Wholesalers Cancel 
October Show 


New YorK—The New York Shoe 
Wholesalers Association showing, now 
planned for October, has been cancelled 
due to the difficulty in completing ar- 
rangements in the short time allotted, 
according to Joseph Salowitz, head of 
the committee in charge. Mr. Salo- 
witz explained that the committee had 
encountered difficulty in formulating 
plans for the show during the summer 
vacation period and realized that not 
enough time would be available after 
the period was over. 

The group now plans to participate 
as a unit, on one floor, if possible, in 
the Spring Opening of the National 
Shoe Manufacturers’ Shows in Hotel 
New Yorker, September 29 through Oc- 
tober 3. 

The organization will hold a special 
meeting early this month to make final 
arrangements for participation in the 
show, and also to discuss printing a 
brochure publicizing the advantages of 
the New York wholesale market. 





Retires After Half a Century of Service 


SOUTH BEND, IND.—E. J. W. Fink (center), whe recently retired as president 
of the Mishawaka Rubber & Woolen Mfg. Co. studies the wording on a plaque given 


him by business associates and friends at a dinner in his honor at the Oliver Hote! 
in South Bend. G. W. Blair (left), who has been with the company continuously 
since 1914 and since 1930 has served as vice-president, succeeded Mr. Fink as 
president. G. D. Babcock {right), vice-president and director of sales, presided 
over the dinner. Mr. Fink announced his retirement in accordance with the com- 
pany's policy of retirement at age 65. He had been continuously in the service 
-of the Mishawaka footwear firm since 1897 when he was employed as an office boy. 

































Report on Salesmen’s 


Traveling Expenses 


New YorK—A marked increase in 
the proportion of salesmen’s traveling 
expenses to total sales from 1944-46 
and a growing concern on the part of 
management with how such expenses 
can be controlled are indicated in a 
survey published recently by the 
American Management Association. 

The report, which covered 92 com- 
panies, showed that though transporta- 
tion, automobile and hotel room ex- 
penses as a proportion of total travel- 
ing expenses declined from 1940 to 
1946, the portion of expenditures on 
meals and miscellaneous items _in- 
creased, and entertainment expenses 
climbed from little more than 11 per 
cent of the total to almost 14 per cent. 

Of total traveling expenses, the 
AMA report states, about 43 per cent 
goes to transportation, including auto 
travel, 14 per cent to hotel rooms, 18 
per cent for meals, 11 per cent to per- 
sonal items like tips, valet, laundry, 
telephone and other miscellany. The 
total traveling expenses of the average 
salesman of the companies providing 
data, however, were shown as 1.35 per 
cent of the total sales in 1946, com- 
pared with 1.58 per cent in 1940. 





Purchase Leather Firm 


SPRINGFIELD, Int.— Arthur Barrer 
and Louis A. Kuder, co-owners of the 
Capital City Leather Co., 207 “North 
Sixth Street, have announced purchase 
of the Tri-State Leather Co., of Evans- 
ville, Ind. Mr. Kuder has taken over 
active management of the Indiana firm 
and has left for Evansville. 








Three Shoe Firms Cited for 
Corporation Reporting 


New YorK—Among the corporations 
achieving “Merit Award” citations in 
the annual Report Survey, recently 
completed by the business weekly, 
Financial World, are W. L. Doug- 
las Shoe, General Shoe and Mel- 
ville Shoe. One of these companies 
will be awarded a bronze “Oscar of In- 
dustry” trophy for the best 1945 an- 
nual report of the shoe and leather 
industry in the final judging which 
culminates in an awards banquet in 
the grand ballroom of the Waldorf- 
Astoria, October 4. 


New Sole and Heel Catalog 


Lima, OHIo—An attractive 32-page 
catalog of Gro-Cord soles and heels is 
now available for distribution from 
Gro-Cord Rubber Company, here. Print- 
ed by the offset process on heavy stock, 
the booklet features three colors to a 
page — pastel green, brown and red. 
The front cover carries a red and a blue 
pennant on which appear the words, 
“Gro-Cord Soles-Heels.” Interesting 
pen and ink sketches in color appear 
throughout the book. 

Explaining that the business has 
been in operation for more than 25 
years, an announcement at the begin- 
ning of the book gives some of the his- 
tory of the firm and of Gro-Cord and 
Raw-Cord products. Among the types 
illustrated throughout the book is the 
Cord-on-End safety sole; the nap finish 
dress sole; the heavy duty sole; chil- 
dren’s sole with kicker toe; Neo-Cord 
sole; and the Official Boy Scout sole. 





Discuss Plans at Advertising Conference 





ST. LOUIS, MO.—Brauer Brothers Shoe Company recently held a special mid- 


season advertising 


conference at which a new promotional program built around 


on expanded advertising budget was unfolded. Sales manager Roy Sundiing stated, 
“We know that as shoe production climbs, competition will increase so we intend 
to place our dealers in a position to actively and successfully meet that situation 
when it arrives.” The company's program for Fall includes advertisements in eight 


nationally known 


Standing, lett to 
Christiansen and F 


and pattern departments. 


ht, are A, J. Braver, Roy Sundling, A. J. Brauer, Jr., H. E. 
Wagner. Seated are salesmen and members of the style 








Heads a Division 
Of Selby Shoe 





Ed Pankau, who recently became as- 
sociated with the Selby Shoe Company, 
Portsmouth, Ohio, has been placed in 
charge of the Styl-Eez Division, under 
W. F. Hooley and M. H. Stevens, whe 
are co-sales managers. 

Mr. Pankow was formerly vice-presi- 
dent of the Brown Shoe Company, $i. 
Louis, where he had charge of merchan- 
dising retail stores. His joining the Selby 
Company is port of the organization's 
extensive post-war program. 





Chicago Wholesalers Make 
Plans to Attract Buyers 


CHiIcaco—At a recent meeting in 
this city of the Chicago Shoe Whole- 
salers, it was decided that joint efforts 
to promote Chicago as a shoe market 
was needed to keep the city in the 
limelight of post-war shoe trade. 

The meeting was attended by repre- 
sentatives of local shoe wholesalers, in- 
cluding E. McBreen, McBreen Shoe 
Co.; Irving Lamet of Irving Lamet 
Shoe Co.; William Cohan of William 
Cohan Co.; Dennison Groves of Groves 
Shoe Co.; Paul Kirschten of Harper & 
Kirschten; Otto Vanderhof of C. W. 
Marks Co.; Joseph Domasch of Gold 
Shoe Co.; Irving Brown of Irving 
Brown Shoe Co.; Henry Maler of Se- 
curity Shoe Co.; Bernie Nius of Grobe- 
Nius; Abe Wellans of Sinbac Shoe Co., 
and Roy Keehn of Keehn Brothers 
Shoe Company. A committee, ap- 
pointed to plan a promotional campaign 
for the Chicago shoe market, consisted 
of Edward McBreen, Joseph Domasch, 
and Irving Lamet. 

Though plans are not completed, the 
wholesalers will use a well integrated 
campaign of advertising to extoll the 
merits of Chicago for buying and as a 
place to enjoy one’s self while buying. 
Mr. McBreen said, “Chicago is the nat- 
ural place for buyers to come. We 
have the shoes, and we are convenient 
to reach. All we have to do is invite 
buyers to try Chicago’s hospitality. 
Once they are here, they’ll come al- 
ways.” 
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Ohio Slipper Firm 
Augments Line 


PORTSMOUTH, OHIO0O—John Schroeder, 
head of the Scioto Manufacturing Com- 
pany at 820 Fourth Street, making a 
line of bunny slippers, has announced 


JOHN SCHROEDER 


the addition of women’s house slippers 
to the firm’s production. 

Mr. Schroeder spent 14 years as 
superintendent of style departments 
for Selby and was also at one time 
affiliated with Boyd-Welsh and the 
Conaway-Winter Pattern Company in 
St. Louis. 

Engaged in producing bunny slip- 
pers for the past two years, Mr. 
Schroeder said the new line of house 
slippers are slip-lasted. Sold under the 
trade name, “First Nighters,” the new 
line retails for $4.95. 


Use X-ray for 
Tack Detection 


, New MARKET, N. H.—With the in- 
stallation of a new machine called the 
Det-X-Ray, Yankee Shoemakers be- 
comes one of the first chiidren’s shoe 
manufacturers to use X-ray for the de- 
tection of protruding tacks, staples, 
nails, shanks or eyelets. 


The machine, now in operation at 
the factory, is designed to supplement 
present safety measures. After prelim- 
inary packing-room inspection, shoes 
are placed on a conveyor belt which 
moves along behind a fluoroscopic 
screen. The operator, viewing the 
shoes through the screen, is able to ex- 
amine all metal parts. 

In announcing the instaliation of 
the Det-X-Ray, Sam Smith, president 
of the corporation, stated, “We recog- 
nize the moral obligation that rests 
upon Yankee Shoemakers to provide a 
safe shoe for little feet. It is tragic 
when children are injured by tacks. 
From this point on, however, we can 
rest easy in the knowledge that our 
X-ray detector makes safety a cer- 
tainty.” 
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Veteran Forms New 
Wholesale Firm 


New York—A new wholesale firm, 
under the name of Ashley Shoe Corpo- 
ration, of which Louis W. Gordon, Jr., 
is president, recently began business 
with headquarters in the Marbridge 
Building. 

Mr. Gordon returned a few months 
ago from duty overseas and organized 
the business, featuring hand-sewn and 
machine-made moccasins; also, a line of 
sandals and slippers in the popular 
priced field. 

Mr. Gordon is the son of Louis W. 
Gordon, known in the shoe trade as 
sales representative for several shoe 
manufacturers. ; 


To Step Up Production 
In Alabama Plant 


HUNTSVILLE, ALA. — General Shoe 
Corporation has announced plans to 
develop its Huntsville, Ala., plant to a 
capacity of 11,500 pairs of shoes a day. 
Present output is approximately 2,400 
pairs daily. 


J. Goldsmith Joins 
Ace Mercantile 


New York—Jack Goldsmith, for- 
merly with the Nu Way Shoe Company 
in the capacity of assistant buyer and 
merchandise manager, has become a 
junior partner of the Ace Mercantile 
Co., Inc., shoe wholesalers and ex- 
porters. 

Mr. Goldsmith had been affiliated 
with Nu Way Shoe for eleven years. 


Opens West Coast Sales Offices 


Los ANGELES, CAL.— Alex August 
has opened sales offices in the Haas 
building in his capacity of sales repre- 


Athy 


for the following 


sentative lines ; 
Lown’s Shoes, Inc., Auburn, Me.; 
Penobscot Shoe Co., Old Town, Me.; 
and the De Haan Co. of Boston, Mass. 
Mr. August covers the West Coast 
with permanent sample rooms here. 








DISPLAYERS 
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Hexco LUCITE 
> ROUND PEDESTALS 


: SHOE DISPLAY ALLURE! 
‘© enhance the of 
displayers of Hexce Lucite. 

MALE ROUND LUCITE 

Pedestal: 1," dis. 

o" high 20. $4.50 

17" high 00. 6.00 

10" bigh.oe. 7.60 


HECHT FIXTURE CO. 
Somes 1892 


312 Se. FRANKLIN STREET © CHICAGO 6, TLL. 
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Brown Smooth Retan Split 


MOCCASINS 


IN STOCK 
for Immediate Delivery 


MEN’S BOYS’ WOMEN’S 
6-11 4-9 


"$2.75 


Net F.0.8. Philo. 
ALSO 


STROLLER GRAIN SPLIT 
in Boys’—Black & Brown 


Sizes 2-6 $2.25 
Net F.0.B. Philo. 


MINIMUM ORDER 18 OR 36 PRS. 


* Eyelet * Reinforced Plug 
* Orthopedic Sole 


KRISCHER-KLINE SHOES 
34 No. 4th St. Phila. 6, Pa. 


Buy Savings Bonds 

















































Quality Shoes Since 1932 


; WE SELL | 
QUALITY SHOES 

| 

| 


| 
From the Nation’s | 


2 leading Manufacturers 
M. K. WEIL SHOE CO. 

While in Town See Weil 

1215 Washington Ave. 


St. Lovis 3, Mo. 





BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO., inc. 
Worth 2-5180-1 
79-81 Reede St., New York 7, M. Y. 
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#8306 Black Pebble Grain Finish 


24 Pair in a Case 
Sizes 6'/2 to I! PAIR 


Net 10 Days, F.0O.8. Chicago 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Hil. 














Wholesaler Takes 
Long Term Lease 


New York—Harry Hess, shoe whole- 
saler, has entered into a long term 
lease at 76 Reade Street, where he will 
occupy the basement and street floor, 
approximating 25,000 square feet. 

In the shoe business for 35 years, 
Mr. Hess has operated retail units and 
has been a shoe buyer for various re- 
tail groups, including the Bedell Com- 
pany, City Stores, the Associated Dry 
Goods Company, and the Hecht Com- 
pany, Washington, D. C. 

Extensive alterations are now under- 
way at the Reade Street location. 





Shoe Buyer Becomes 
Sales Representative 


St. Louis, Mo.—Earl R. Schwers has 
made known his resignation from the 
Wohl Shoe Company after 18 years as 
merchandise manager and buyer of bet- 
ter shoes. 

Mr. Schwers has joined the Carla 
Shoe Manufacturing Company, Law- 
rence, Mass., as sales representative in 
the mid-West territory of Illinois, In- 
diana, Ohio, Kentucky, Michigan and 
Wisconsin. He will also cover the city 
of St. Louis and maintain an office 
there. 


Selby Shoe Declares Dividend 


PoRTSMOUTH, OH1I0—Directors of the 
Selby Shoe Co. have announced a fiscal 
year-end dividend of $1 to common 
shareholders of record July 3 and es- 
tablishment of the position of chair- 


| man of the board. Roger A. Selby, 


MEN'S BOWLING | 
OXFORDS | 


previously president and acting board 
chairman, was named to the new chair- 
manship of the board of directors. 
N. O. Griffin, general manager, was 
elected president. ’ 

The dividend, payable July 15, is in 
addition to regular quarterly dividends 
totaling 50 cents during the year, mak- 
ing a total of $1.50 compared with $1 
in the previous year. 





New Factory to Open 


RICHMOND, Va.—Construction of a 
shoe factory costing an estimated $60,- 
000 and specializing in the manufacture 
of women’s warm weather footwear is 
expected to begin shortly at nearby 
West Point. Plant will be operated by 
the West Point Shoe Corporation, 
president of which is Joseph Lateiner. 

Eleven lots have been conveyed to the 
corporation by the town for the factory 
site, and deeds have been made avail- 
able for the purchase of five additional 
lots. Plans call for construction of a 
one-story building with 30,000 square 
feet of floor space. Company expects 
to employ from 75 to 200 when produc- 
tion gets under way. 


Named Ad Manager 
For L. Pincus 

New York — Lester Pincus Shoe 
Corp., 181 Duane St., has announced 
the appointment of Judith S. Johnson 
as advertising manager. 





JUDITH S. JOHNSON 


Miss Johnson was formerly with 
Lennen & Mitchell Advertising Agency, 
doing market research on the Wood- 
bury and Jergens accounts. She was 
also associated with Publishers Service 
Co., handling promotional work for 
Read Magazine and Facts Magazine, 
as well as assignments for Literary 
Classics and New Books Digest. Some 
of her radio commercials have been 
broadcast over Station WQXR, New 
York. 

Miss Johnson is a graduate of Bar- 
nard College, where she held the New 
York State and Helmuth Scholarship. 

Her joining the Lester Pincus or- 
ganization is part of the firm’s promo- 
tional expansion, with enlarged adver- 
tising programs in national magazines, 
trade publications and mediums reach- 
ing the foreign market. 





Canadian Hide Stocks 
Down for March 


OrTrawa, ONT.—Stocks of raw cattle 
hides held by Canadian tanners, pack- 
ers and dealers amounted to 778,504 at 
the end of March, 1946, compared with 
839,766 at the end of February, 1946 
and 674,870 at the end of March 1945. 

Total stocks on hand at the end of 
March 1946, were made up of 778,504 
hides of domestic origin and no hides 
of foreign origin. The domestic stock 
included 563,469 packer or small packer 
and 215,085 country hides. 

Calf and kip skins on hand increased 
from 389,656 at the end of February 
1946 to 422,095 at the end of March 
1946, but were down as compared with 
March, 1945, when the total stood at 
487,484. Stocks of other types at the 
end of March 1946 included 72,220 
dozen sheep and lamb skins, 226,431 
goat and kid skins and 26,794 horse 
hides. 
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Group Organizer 


zx 


| _. Own Company 


" Burrito, N. Y.—Meyer Polinsky, one 
/ of the organizers and a charter mem- 
ber of the Tri-State Travellers, has 


i organized his own shoe company, mak- 





MEYER POLINSKY 


ing his first public showing of mer- 
chandise at the Tri-State Travellers 
show recently concluded at Hotel Stat- 
ler here. 

Mr. Polinsky left the Promenade 
Shoe Company to go into business for 
himself, and before that had been with 
the A. Gralick and Barrick Shoe Com- 
panies in St. Louis. 

Henry A. Abbey, a returned war vet- 
eran, has been made Mr. Polinsky’s 
partner, the firm’s name being a word 
made up from the men’s two last names 
—“Pobey.” The company is located at 
223 Ross Street, Brooklyn, N. Y. 

At present the firm is handling a 
general line of footwear, pointing to 





later specialization in infants’ and 
growing girls’ lines. 
Whistle While You Work 


Casey, Int.—A. V. Ettelbrick, presi- 
dent of the Ettelbrick Shoe Company 
here, announces that the firm’s em- 
ployees at the local plant, and at the 
one in Greenup, Ill, soon will have 
music while they work. 

Both plants will be wired for public 
address systems over which recorded 
music will be played at least 10 minutes 
out of each working hour, before work 
and during the lunch period. Mr. Ettel- 
brick states that dancing also will be 
permitted during rest periods so as to 
make for a well rounded out program 
— while employees are on the 
‘ob. 


Chicago Wholesale Firm 
Takes New Quarters 


CHICcAGoO—Grobe-Nius, Chicago whole- 
salers of women’s novelties, play shoes, 
and sports shoes has moved from 14 
to 47 So. Wells Street. The new and 
larger quarters mark the firm’s speedy 
growth in nearly two years of business. 














BRAZIL & ARGENTINA 


ALLIGATOR + SUEDES 
CALFS 





for IMMEDIATE delivery 


EXCLUSIVE IMPORTED 


PLATFORM FOOTWEAR 


from 


A Variety of STYLES and COLORS 





Including Numerous BLACK and BROWN SUEDES 


TO RETAIL PROFITABLY FROM 
$22.95 To $37.50 


SEE THESE EXQUISITE SHOES NOW 


ALZMAN-KLEIN QHOR ([0., 


45 WEST 34TH STREET . NEW YORK I, N. Y. 


COMPLETE STOCKS ON PREMISES AT ALL TIMES 








New Firm to Make 
Plastic Fixtures 


St. Louis, Mo.—The Taylor Craft 
Plastics Co., Inc., with offices and fac- 
tory at 1490 Shawmut St., was re- 
cently organized by S. Winner. The 
firm will engage in the manufacture of 
plastic display fixtures for retailers. 

Mr. Winner was discharged from the 
United States Naval Air Forces last 
September after two years of service. 
Prior to his service in the Navy he was 
associated with Weiss-Neuman Shoe 
Company, operators of a chain of retail 


shoe stores and departments. 


Broadway Cast Wear 
Special Footwear 

New YorK—The cast in the new 
Broadway musical hit, “Annie Get 
Your Gun,” at the Imperial Theater, 
here, wear cowboy boots and Western 
shoes made especially for the produc- 
tion by the La Ray Boot Shop. The 
company, which specializes in stage 
footwear, searched for many months 
before finding the assortments of kid, 
calfskin and suede required to fill the 
order. 
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WOMEN'S CASUALS 








“OUTOOR-EES” 
Black Plastic Patent 


SLING PUMP 
An Unusually high quality Style Hit! 


Style No. 1420 
Immediate 
Delivery 
aier 
and tee 



















19-21-23 S$. Wells St., Chicago 6, Ill. 








FOOT SOCKS 








“LYCO” seamless sole, clastic top, snug 
heel, one shade only. 


in 6 dozen attractive Display Counter 
Easel or in dozen boxes...sizes 8% to 11. 
LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
Quality Shoe Store Supplies for 46 Years 














PRICE TICKETS 








Great Little Time Savers 


PRICE TICKETS: Size 142" wide, 2%" 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs. . . 
choice of Green, Blue, Orange, Brown, 
Lavender. Samples on request. 30¢ 
a doz., 12 doz. $3.00. 


MERCHANTS SERVICE DEPT. 
#209 S$. State St., Chicago, iM. 

















Retires from Dunham Brothers 
After 50 Years 


BRATTLEBORO, VT.—L. L. Dunham, 
president of Dunham Brothers Com- 
pany, has announced the retirement of 
Fred S. Knight, credit manager, who 





FRED S. KNIGHT 


has been with the company for over 
fifty years. 

Mr. Knight joined the firm as a tem- 
porary clerk in the company’s Bellows 
Falls retail store. Transferred to Brat- 
tleboro, he became assistant credit 
manager in 1910, and credit manager 
in 1919. 

He was guest of honor at a testi- 
monial dinner held at the Brattleboro 
Country Club where he was presented 
with an engraved desk set on behalf of 
the company. “Careful and faithful 
maintenance of the policies of the com- 
pany has been carried on during the 
27 years that Mr. Knight has held this 
important position,” stated Mr. Dun- 
ham at the dinner. 

Mr. Knight is a member of the Bos- 
ton Credit Men’s Association and the 
National Association of Credit Men. 
He has been succeeded by Floyd F. 
Messenger. 





Industry Figure Author 
Of Article on Health 


Boston, Mass.— Joseph Kaplan, 
president of Colonial Tanning Com- 
pany, Inc., was the author of an article 
printed recently in Health Review, a 
publication issued by the Physical Cul- 
ture Hotel. Entitled “The Automobile 
vs. the Body,” the article expressed Mr. 
Kaplan’s belief in the importance of 
bodily care to avoid illness. 





St. Louis Representative 


- Moves Office 


Sr. Louris, Mo.—George Ineichen, 
sales manager of Bay-Bee Shoe Com- 
pany, has moved his St. Louis office to 
1627 Washington Avenue. The Bay- 
Bee shoe factory is located at Union 
City, Tenn. The firm manufactures in- 
fants’ stitch downs and soft soles. 







City Raises Funds 
For Shoe Factory 


CANTON, Pa.—This city’s cam 
to sell bonds amounting to $175,000 for 
the erection of a factory which wil] be 
operated by Endicott-Johnson Corp. is 
nearing its goal. A recent report 
showed more than $125,000 has been 
raised. The Canton Development Co, 
which is sponsoring the project, has ad. 
vertised for construction bids. 





Shoe Production Up 
In Canada 


OrTrawa, ONT.—The Dominion Bur. 
eau of Statistics has issued the fol- 
lowing report on the production of 
leather footwear in Canada for March, 
1946. 

There were 284 factories in opera- 
tion in March located as follows: Nova 
Scotia, 2; New Brunswick, 3; Quebec, 
184; Ontario, 77; Manitoba, 6; Sas- 
katchewan, 1; Alberta, 3, and British 
Columbia, 8. 

Production amounted to 4,019,660 
pairs an increase of 522,849 pairs over 
the preceding month and an increase 
of 627,071 pairs over March, 1945. 

For the three months ended March 
Si, the production of footwear totaled 
10,916,908 pairs compared with 9,346, 
$23 pairs in the corresponding period 
of 1945, 

Of the 4,019,660 pairs made in 
March, 726,209 pairs were soled with 
materials other than leather. 





Hold Sales Meeting 


CINCINNATI, OHI0O—The U. S. Shoe 
Corporation held its Spring sales con- 
vention in Cincinnati recently, with a 
showing of the 1946 Fall line at the 
plant. 

Speakers included Joseph 8S. Sterm 
president; A. B. Cohen, vice-president 
and general manager, and E. N. Dan- 
iela. sales manager. 

Twenty sales representatives cover- 
ing all parts. of the country were 
present. 





Speak on Credit Problems 


C1IncInNaTI, OH1I0—Edward Hervwits, 
secretary of the Charles Meis Shoe 
Company, and Ben Hirschfeld, general 
credit manager for The Goodal] Com 
pany, discussed “Postwar Credit Prob 
lems Pertaining to the Clothing Indus 
try” at a recent dinner meeting of the 
Cincinnati Association of Credit Me 
at the Hotel Sinton. 





Granted Charter 


Of Incorporation 

WicuiTa, Kans.—A state charter 
was granted recently to the Teitzel- 
Jones Boot Company, Inc. M. L. Rut 
sell was named resident agent. 
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4 : Lytton Company Acquires 
- Ringman, Inc. 


PPR as 


Cuicaco, I1u.—The corporate name 


of Ringman, Inc., has been changed to 


Lytton’s Merchandising Company, Inc., 
according to an announcement by 


* Willard W. Cole, president. 


Mr. Cole also announced the election 
of R. A. Hohfeler as vice-president and 
treasurer; E. K. Boyce, secretary; 
Charlotte Wolff, assistant secretary; 
and E. F. Wuest, assistant treasurer. 

Ringman, Inc., recently was acquired 
as a wholly owned subsidiary by 
Lytton’s, Henry C. Lytton & Company. 
As successor to Ringman, Inc., Lytton’s 
Merchandising Company, Inc., will 
continue to operate all of the women’s 
departments of Lytton owned enter- 
prises operating in metropolitan Chi- 
cago under the Lytton name, Mr. Cole 
said. 


Transparent Sample Shoes 
Improve Fitting 

GreENUP, ILL.—Step Master Shoes, 
Incorporated, has announced a “window 
fit” method of fitting shoes for fast- 
growing feet. To enable parent-shop- 
pers to see how the shoe conforms to 
the bony structure and flesh of the 
child’s foot, Step Master is providing 
dealers with sample transparent-vamp 
shoes built on their standard last. The 
vamp is formed of sturdy transparent 
“Vinylite” plastics. Every size and 
half-size through the growing range 
will be available for fittings. Once the 
customer sees for herself which size 
allows proper room for growth, she can 
select the style she wants for the child. 





New Footwear Factory 
Planned in Missouri 


STEELE, Mo.—A shoe factory, ex- 
pected to employ about 300 people with 
@ pay roll in excess of $300,000, is to 
be established at Steele, Mo., 14 miles 
north of Blythesville, Ark. Final 
agreement was made with Kopman- 
Woracek Shoe Manufacturing Com- 
pany of Flat River, Mo., for establish- 
ment of the business after residents of 
Steele had agreed to furnish the build- 
ing with a $82,000 factory fund re- 
cently raised. It is expected the fac- 
tery will be in operation before the 
end of 1946. 


Elected to Civic Board 


Cincinnati, On10—Albert E. Klin- 
kicht, president-treasurer of the Miller 
Shoe Company, has been elected 
member of board of directors of the 
Cincinnati Arena, Inc., proposing a new 
arena for Cincinnati in the suburban 
Winton Place area. 
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Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 
junior Model for children $12.50 


Available at special cooperative 
price if ordered certain 
shoe manufacturers — for this list 
and full details write te ..... 


THE BRANNOCK DEVICE CO 


SYRACUSE 2. MEW YOR® 








New Factory in Arkansas 


RUSSELLVILLE, ARK.—A contract for 
the erection of a $100,000 branch shoe 
factory here has been signed between 
Russellville Industries, Inc., and the In- 
ternational Shoe Company of St. Louis, 
Mo., by Donald Barger, company presi- 
dent. The factory will employ between 
400 and 500, with an annual pay roll 
of $400,000 to $500,000. 





Establish Own 
Employment Office 

FARMINGTON, N. H.— Establishment 
of its own employment office has been 
announced by the H. O. Rondeau Shoe 
Co. here. 

The new department, located in the 
office of the Twin factories on Central 
Street, is in charge of Lawrence Levy, 
employment engineer. 





Improve Shoe Factory 


FARMINGTON, N. H.—Extensive im- 
provements have been underway at the 
South Main Street shoe factory owned 
by the Farmington Holding Co. and 
leased by the H. O. Rondeau Shoe Co. 
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The entire three-story frame struc- 
ture is being reinforced with steel 
girders, and other repairs and altera- 
tions have been in progress. 





Salesmen Take New Offices 


In Milwaukee 


MILWAUKEE, Wis.—New and larger 
offices in the Commerce building, 744 
North Fourth Street, have been taken 
by I. C. Wehmeyer and R. R. Schneider, 
the latter representing the George E. 
Belcher Company. 

Mr. Wehmeyer is local representative 
of Colonial Tanning Company and sub- 
sidiaries. 





To Erect New Factory 


Miutprep, Pa. — Endicott-Johnson 
Corp. will establish a shoe factory here 
as soon as a building meeting its re- 
quirements is available. A recent sur- 
vey showed that a sufficient supply of 
labor is at hand. Local interests are 
planning an organization which will 
raise the capital necessary to erect a 
building. The shoe company will lease 
it for a term of years and install equip- 
ment. 


—————— 


Form New Corporation 
MaysviLiz, Ky.—Lucky Stride Shoes, 
Inc., here, filed a charter at Frankfort, 
Ky., recently, to engage in the manu- 
facturing, jobbing and retailing of 
shoes. Incorporators are Carl and 
Edith Henry and August Levy. 
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shoe industry. 


respondence with you. 


AN UNUSUAL OPPORTUNITY 


Because of our expansion program, we require several additional traveling salesmen. 
We are one of America’s oldest firms and one of the largest and best known in the entire 


We manufacture men’s shoes in several grades to retail profitably and at popular prices 
by chain stores, department stores and independent merchants. 


Our shoes are styled right, built right, priced right and are nationally advertised. 


If you are under 50 years of age, resident in one of the following sections, have sold 
or are selling men’s dress shoes in grades retailing from $7.00 to $12.00, we invite cor- 


Alabama, Florida, Georgia @ Arkansas, Oklahoma, 
Delaware, Maryland, Washington, D. C. e 
New York City @ Rocky Mountain States @ Washington, Oregon 


Permanent and profitable connection for those who can qualify. 
All replies held in strict confidence. 


ADDRESS 167, CARE BOOT & SHOE RECORDER. 
100 EAST 42ND STREET. NEW YORK 17, N. Y. 


| SALESMEN WANTED 


Indiana, Southern Illinois 





Louisiana 


Please write at once. 












SALESMEN WANTED 


REORGANIZATION OF TERRITORY AND SALES STAFF AFFORDS EXCELLENT 
OPPORTUNITY FOR AGGRESSIVE MEN. MANUFACTURER'S LINE OF WOMEN'S 
AND CHILDREN'S “BRANDED” CASUALS AND SLIPPERS: RETAILING $3.00 TO 
$6.00. FOLLOWING OPEN: TEXAS, OKLAHOMA, ARIZONA, LOUISIANA, MIN- 
NESOTA, VIRGINIA, WEST VIRGINIA, PENNSYLVANIA, KENTUCKY, TENNESSEE, 
MISSISSIPPI, OREGON, WASHINGTON, CALIFORNIA, NEW MEXICO, NORTH 
AND SOUTH DAKOTA. NO OBJECTION TO CARRYING NON-CONFLICTING 
LINE. WRITE COMPLETE DETAILS IN FIRST LETTER. CONFIDENTIAL. 


Address 192, core BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 





SALESMEN 


25-35 YEARS OF AGE 
Travel for one of the leading Rubber 
Footwear Manufacturers expanding its 


Line and its Soles Force. High quality 

advertising 
confidence outlining your experience and 
qualifications. Retail sales experience 
helpful but not essential, ome 
have the benefit of thorough pore & 
ery gee ot Ge fee. Write Sales 
sonnel Manage 








Bex ove <l ane p Cees RECORDER 
100 East 42nd Street, N ork 17, Mew York 








MANUFACTURER OF QUALITY SHOE 
POLISH a, secks aggressive experi- 





SouTH CAROLINA, Georgia and Florida; 

Louisiana and Texas; Kentucky and Ten- 
nessee; Wisconsin and Northern Michigan. To 
represent in stock house; complete Line Wo- 
men’s, Children’s, Men’s Footwear in all depart- 
ments. Rubber footwear, Tennis, House slip- 
pers. Experienced men only to represent us 
exclusively for volume business. State experi- 
ence; confidential reply. Address #170, care 
Boot & Shoe : "ae 100 East 42nd Street, 
New York 17, N. Y. 





L'VE WIRE SALESMAN WANTED to sell 
fast Line Low-Heeled Shoes. Our ads ap 
pear in this magazine. References. 5% com 
mission. BEN hemeaoers 134 West Broadway, 
New York City 


Naw py ay’ TO CARRY IN-STOCK LINES 
of Better Grade 





first 
BEN ROSENBERG: SHOE COMPANY, 1415 
Washington Avenue, St. Louis, Mo. 








CLASSIFIED ADVERTISING RATES 


jayed classified agveriine me Je 30 conte 0 wes one or 
ro ag =p an our oie, 12 words 
neva ome nase and dee used, count ene word (igreet number Ie one word) at 


advertisers on 
Tam Siiplaped or waned tn cincetliod aavertiotabchion We @).06 ain ineh with « udstimitio of 48 worls por Inch. 
Advertisements for this pege must be in our New York Office 10 days preceding publication date = 


headings. Minimum rate is $1.80 
added for this bane eres’ 


0 accounts are opened for 








Boot and Shoe Recorder 

































he 


